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GO NORTHWESTERN: 


for the benefit of experts 
in risk inspection 


Second-guessing has no part in 
risk inspection. The time to 
detect a hazard is while it is 
still a hazard. Northwestern 
inspectors have the experience 
and engineering skill to do 
just that. Such service can 
build goodwill and good 
business for you when you 
represent Northwestern. 









Send for your copy of Black- 
board Review, an informative 
booklet on the Commercial 
Property Coverage. Write to 
Northwestern Mutual Insurance Company, 
217 Pine Street, Seattle 1, Wash. 
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FIRE CASUALTY: AUTO 
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DOUBLE YOUR SALES... DOUBLE YOUR INCOME. Sell COMPLETE protection by 
ADDING Life to Monthly Premium Accident and Health, Hospitalization and Em- 
ployee Benefit Plans. 


A DYNAMIC business and income producing PLAN with high 
first year and renewal commissions. 


PLUS a full line of Commercial Accident, Accident and Health, Hospitalization, 
Surgical and Employee Benefit Plans. 


For information concerning general agencies and territories: Write to John F. Leibig, Vice-President 


ory NATIONAL accivent & HEALTH 
INSURANCE QF PHILADELPHIA 


COMPANY 
244 South 8th Street, Philadelphia 7, Pa. 
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Cal. Agents Name Cage Convicted Of 
Roger Chickering At Embezzlement, Gets 


50th Annual Meet 


Willingness To Change Is 
Key To Agent’s Success 
Today, Says Woodbury 


Roger Chickering of Oakland was 
elected president of California Assn. of 
Insurance Agents at the association’s 
golden anniversary convention in Co- 
ronado last week. He succeeds James 
P. Bennett of Los Angeles. Elected 
vice-president was William J. Hobin 
of Stockton, and Milton R. Cheverton, 
San Diego, was appointed secretary- 
treasurer, Executive secretary of the 
association is Trev A. Burrow of 
Oakland. 


Success or failure of today’s inde- 
pendent agent hinges on his willing- 
ness to meet today’s changes, Louie 
E. Woodbury, president of National 
Assn. of Insurance Agents, told the 
more than 1,000 representatives to 
open the formal convention program. 

Mr. Woodbury said that people to- 
day have more than ever before and 
are willing to buy, but are being care- 
ful in buying insurance, that the 
agent must visualize the changing con- 
ditions, and that the visualization will 
determine how long he can keep ahead 
in this changing market or go broke. 

He refuted the argument of agents 
that they do not have time to solicit 
new business, and advised them to call 
on people and produce business and let 
the office details take care of them- 
selves until later. The time to sell 

(CONTINUED ON PAGE 12) 


Asks If Return On 
Investment Is Enough 
In Auto Liability 


At the record meeting of the execu- 
tive committee of National Assn. of In- 
surance Commissioners in Chicago, 
John R. Barry, president of Corroon & 
Reynolds, brought home to the com- 
missioners the fact that under present 
day conditions it is almost impossible 
to attract new capital into the insur- 
ance business. He emphasized that the 
capital already committed by stock- 
holders would have to get a fair return 
or stockholders and directors of insur- 
ers business would carry on under eco- 
nomic conditions as they exist in the 
business today. 

Mr. Barry’s reference to companies 
carrying on for a year or two was in 
connection with the writing of automo- 
bile liability, and it was made with the 
intent of impressing on commissioners 
that if the companies did not receive 
the proper rates, from a strictly eco- 
nomic standpoint, they would no long- 
er wish to operate at a loss and they 
would probably be forced to drop this 
class. 

Mr. Barry said that he was not re- 
ferring to his companies because they 
are not in the casualty business as such. 


10-Year Sentence 


BenJack Cage, former head of ICT 
of Dallas, has been convicted of em- 
bezzlement by a Dallas district court 
and has been sentenced to 10 years 
in prison. Mr. Cage was taken to jail 
pending filing of an appeal. 

Only six prosecution witnesses took 
the stand in an attempt to prove Mr. 
Cage had embezzled $100,000 from 
ICT, which he operated under a man- 
agement contract, to pay a_ personal 
bank draft. The defense called no 
witnesses in their attempt to prove 
that Mr. Cage used the money to ben- 
efit the company. 

Judge J. Frank Wilson included in 
his charge to the jury an instruction 
to “consider only for Cage’s intent” the 
16 ICT checks that were allegedly 
paid to J. Byron Saunders, former 
chairman of the Texas board of in- 
surance, for illegal services totaling 
$6,100. During the trial, Mr. Saunders, 
who has been indicted by the Dallas 
county grand jury for perjury, was 
called as witness but refused to testify 
on grounds of possible self-incrimina- 
tion. 

The embezzlement count stems from 
a stock purchase deal involving ICT 
and Missouri Union of St. Louis, head- 
ed by Edmund Welshans, a banker, 
one of the witnesses. Mr. Welshans 
testified that Mr. Cage, as chairman 
of the Missouri company, drew out 
$96,000, promising to replace the mon- 
ey with other securities, but that no 
delivery was made. Other witnesses 
included Paul C. Sparks of Houston 
and Jerry Holleman of Austin, presi- 
dent of the Texas AFL-CIO, both 
former ICT officials, who said that 
Mr. Cage did not have their permis- 
sion to issue the $100,000 check. 

Defense attorneys argued that the 
management contract gave Mr. Cage 
a near-open hand in operating his 
corporate empire. They also said that 
all of the companies, except ICT, are 
still in operation and that “the ICT 
failed after Mr. Cage left.” ICT, the 
foundation of the Cage empire which 
at one time consisted of 74 companies, 
was an insurer financed by selling 
stock to labor union members. 

Mr. Cage, who disappeared to South 
America after inquiries were under- 
taken by the Texas house and senate 
and several grand juries, faces three 
other indictments. One in Dallas 
charges him with embezzling $500,000 
from ICT and two in Travis county 
(Austin) allege he offered bribes to 
Mr. Saunders and Garland A. Smith, 
also a former chairman of the Texas 
board. 


Lloyd's Representative 
Opens At Los Angeles 


The C. A. Pearson agency has begun 
operations at Los Angeles as repre- 
sentative of Lloyds of London and will 
handle all classes of surplus lines as 
well as reinsurance. H. J. Symons will 
be the London correspondents. Mr. 


Pearson entered insurance with the 
W. B. Brandt agency in San Francisco 
in 1939 and became manager in 1947 
at Los Angeles. 


Holz Denies Attempt 
To ‘Gag’ Critic Of 
Blue Cross In N. Y. 


Superintendent Holz of New York 
has denied emphatically that he tried 
to “gag” Harold Faggen, New York 
welfare and insurance fund consultant 
to labor and management groups, who 
contends that Associated Hospital 
Service of New York (Blue Cross) 
could show a profit of $2 million in- 
stead of a loss for last year. 

The New York department will hold 
a public hearing Nov. 18 on the Blue 
Cross application for a 40% increase 
in premium rates. Blue Cross says its 
loss from 1956 operations was $2,719,- 
542, with the losses increasing at a 
faster rate by mid-1957. 

Mr. Holz issued the denial during a 
closed hearing resulting from an in- 
quiry by an unidentified insurance 
company as to whether Mr. Faggen 
was complying with the insurance law. 
The superintendent said the hearing 
was held to learn if Mr. Faggen had 
given advice to policyholders or pros- 
pects and whether he runs a service 
or advisory organization. 

Mr. Faggen’s lawyer, Edward S. 
Greenbaum, said he understood the 
hearing was an attempt by Blue Cross 
to keep his client from criticizing the 
organization. 

Mr. Holz said there was no con- 
nection between the hearing and the 
Blue Cross matter. He said he would 
provide Mr. Faggen any material on 
Blue Cross that would be useful at 
the Nov. 18 hearing. He insisted that 
Mr. Faggen appear at the hearing to 
tell what he knows. 

Earlier, Henry Schantz, assistant 
deputy superintendent, said Blue 
Cross met payments in the first nine 
months by drawing $9 million from 
its surplus. He said its expenditures 
for operating costs were within the 
limits allowed by law. 

Mr. Schantz made known this in- 
formation in reply to a letter from 
Thomas Carey, business manager of 
district 15 of International Associa- 
tion of Machinists, AFL-CIO, who 
called for an examination of the fi- 
nancial status of Blue Cross in ad- 
vance of the Nov. 18 hearing. Mr. Carey 
said the union is receiving contradic- 
tory statements about Blue Cross and 
is confused about the plan’s financial 
position. 


Resolve Contest Of 
Bureau, Non-Bureau 
Filers, Vorys Warns 


Otherwise Federal Control 
Or Chaos May Result, He 
Tells Mutual Executives 


NEW ORLEANS—wUniformity of the 
application of state regulation is a 
goal to be sought with great effort, 
Superintendent Arthur I. Vorys of 
Ohio told a joint session of Conference 
of Mutual Casualty Companies, City 
Fire Conference and Federation of 
Mutual Fire Insurance Companies 
during the convention here of National 
Assn. of Mutual Insurance Compa- 
nies. 

“The non-uniformity now prevalent 
in regulation is an expensive luxury 
which it seems to me the commission- 





Paul E. Buehler 


Arthur |. Vorys 


ers can ill afford, not only for their 
own policyholders, but also for their 
own demestic companies and the in- 
dustry as a whole,” he commented. 

It is time to give the rating laws a 
long hard look to determine what they 
do and what they do not do, he de- 
clared—to determine what basic pub- 
lic policy they serve and how it may 
be served uniformly, wisely and ef- 
fectively. 

At the same time he warned that 
unless the contest between bureau 
companies, deviators and independent 
filers is resolved reasonably, federal 
intervention or chaos could result. 

Mr. Verys discussed “The Respon- 

(CONTINUED ON PAGE 15) 
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Bulletins... 








N. Y. To Ask Clearer Fire-Life Ban Law 


NEW YORK—Legislation proposed by the New York department and dis- 
cussed at a hearing this week would make it clear that no out-of-state life 
company can acquire control of a fire or casualty insurer and continue to be 
licensed in New York. By a “grandfather” clause out-of-state life companies 
that had acquired control of fire or casualty insurers prior to July 1, 1956, 
would be permitted te continue doing business in New York. Domestic life 


companies are clearly prohibited by 


the present law from owning fire or 


casualty insurers but another propesed amendment would permit out-of-state 
life companies to own stock in other classes of insurers beyond the limits per- 
mitted domestic companies, provided they could regard the excess as a non- 
admitted asset and still have sufficient financial strength to meet all their 
obligations. The department felt ownership of control of a fire or casualty 
insurer would constitute doing classes of business other than the life, annuity, 
and A&S lines permitted life companies and consequently the law should be 
amended to specify that such control would be regarded as engaging in types of 


business prohibited to life companies. 
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Wisconsin Agents Reelect A. R. Moss, 
Stress ‘Use Your I’s’ At Milwaukee 


By BERNARD P. McMACKIN Jr. 


The convention last week at Milwau- 
kee of Wisconsin Assn. of Insurance 
Agents was a stur- 


dy affair. “Use 
yours I’s,” the 
orogram’ urged, 
emphasizing the 
need for initiative, 
intelligence and 
industry. Most of 
the 500 or so regis- 
trants had _ obvi- 


ously been doing 
so but seemed glad 
of the opportunity 
to heighten these 
attributes, crowd- 
ing into all sessions of a most well 
planned three-day meeting. 

Since 1950, presidents of the Wis- 
consin association have stayed on for 
a second term. The line was held with 
the reelection of A. R. Moss, Beloit. 
There were three changes in the of- 
ficial family, however, with W. A. 
Gottsacker, Sheboygan, taking over 
the vice-presidency from R. D. But- 
tenhoff, Eau Claire, and Louis Robin- 
son, Jr., La Crosse, and Wayne Rees- 
man, Milwaukee, stepping into the 
board of directors. The new director: 
replaced Mr. Gottsacker and R. C. 
Burdick, Sheboygan. J. W. S. Gallag- 
her, Madison, who was general chair- 
man of the convention and a very 
versatile contributor, stays on as sec- 
retary. State national director G. A 


Arthur R. Moss 





Timm of Kenosha will continue in of- 
fice as will J. J. Batenburg, Racine, 
chairman. P. H. Mast, executive sec- 
retary, will remain in that capacity. 

Wisconsin agents exude an air of 
confidence in their own ability to meet 
competition, but they do not ignore 
it. An important convention session 
considered its nature and what could 
be learned from it. This featured two 
one-time direct-writer salesmen, con- 
verts to the agency system. Both— 
Leonard Burling of Green Bay and E. 
F. Westphal, Milwaukee, described 
sales obligations and remuneration 
plans which would curl the hair of 
any member of the American agency 
system. Both implied that there is 
little point in learning about compe- 
tition’s methods unless the lesson is 
put to practical use. 

Mr. Westphal, who replaced flu- 
stricken Toik Saari, Superior, ex- 
plained that the best argument for 
the agency system is that the com- 
mission justifies service from inception 
and particularly at time of loss. The 
captive salesman, he indicated, with 
low commissions on renewal business, 
must drive, drive, drive for new busi- 
ness and cannot afford to devote time 
to old customers, however much he 
might want to. Sales and claims are 
separate entities, he said. 

Mr. Burling was critical of claims 
practices of some non-agency insur- 
ers—citing auto physical damage es- 
timates frem company “approved” 
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garages resulting in the claimant’s 
having to take inferior work or a fi- 
nancial licking and taking deprecia- 
tion even on relatively new cars—but 
their claim service is generally prompt, 
he said. sometimes hard to equal in 
the agency system. He urged agents 
to get and use the authority to settle 
small claims and to supply the extras 
—see the insured as soon as possible 
after a loss, discuss it with him, 
sympathize. 

Company woes did not go unnoticed. 
There was no perceptible nervousness 
among agents, generally, but one of 
the largest crowds appeared for the 
address of M. W. Mays, vice-president 
America Fore, whose talk was billed 
as “Look and See.” Mr. Mays hopes 
the business will not panic over the 
bad turm in underwriting results. 
Across-the-board rate increases do 
not seem to be called for. Rather, rates 
should be adjusted in accordance with 
the present rate laws. Adjustments 
should be in the classes which are 
producing the bad results. Mr. Mays 
questions the wisdom, for example, of 
calling for a sweeping increase which 
would include package policies. The 
discounts in package rating are sup- 
posed to measure economy, he pointed 
out, and the economy is either there 
or it is not—underwriting experience 
has no direct effect. 


In 10 years, Mr. Mays said, over-all 
underwriting results have shown red 
only once. Automobile experience has 
been horrible and state regulatory au- 
thorities should okay justified in- 
creases. He criticized the “almost ca- 
pricious’”’ refusal of some commission- 
ers on some _ requested increases. 
Again, the rate laws should be prop- 
erly interpreted—rating is the func- 
tion of the companies through their 
bureaus, not of the insurance depart- 
ment. 

The economic outlook is good, Mr. 
Mays said, amd agents should be ready 
to cash in on their share of the new 
business which will be created by 
sharp increases in population, already 
foreseen. 

W. W. Ellis, Aetna Casualty, put the 
emphasis on sales and service. These 
are the basic economic functions of 
the agent, he said, and agents some- 
times wander from them. Perhaps at 
another time sales and service were 
less important, but they are imper- 
ative to the survival of the agency 
system now. 

Companies are utterly dependent 
upon agents’ sales, Mr. Ellis said. 
There is no place else to turn. 


Two important factors in selling, 
Mr. Ellis pointed out, are exposure 
and effectiveness. If there is any sin- 
gle thing accounting for the success 
of non-agency insurers it is exposure. 
The direct writer salesman’s message 
may not be so good, but he is an- 
nouncing it day and night. If any 
agent argues that he does not have 
time to see more people, he simply 
will have to enlarge his organization. 

Sales effectiveness depends upon 
knowledge of the business and prepar- 
ation, Mr. Ellis said. The good sales- 
man learns all he can about dealing 
with people. See every prospect with 
a big “I” on his front, Mr. Ellis sug- 
gested, the “I’’ standing for impor- 
tant. This is a basic human urge, the 
desire to be important. One of the 
salesman’s best “levers” is recognition 
of this. Similarly, give the prospect 
attention—listen to him and do so sin- 
cerely. Most people feel the need to 
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Final Figure On Mass. 
Auto Rate Hike Due, 
Law Change Bills Filed 


Commissioner Humphreys of Mas- 
sachusetts, reportedly unperturbed by 
the battle raging over his tentative 
9.1% boost in compulsory automobile 
liability rates, has indicated he wil) 
shortly set the final figure. 

He warned Massachusetts motorists 
at the public hearing en the proposed 
rate increase “that if they continue to 
compile their present high accident 
records, even higher rates are in pros- 
pect.” 

Insurers say the impending jump 
is totally inadequate in view of rising 
claims costs and past bad experience, 
Edward L. Twomey, counsel of the 
companies, said their losses in 1957 
from compulsory auto will be about 
$10 million. The companies last year 
paid out $122 million on claims arising 
from auto accidents, he saia. 


A group of the state’s legislators 
and motorists, at the hearing, charged 
that the tentative 9.1% figure is ex- 
orbitant. Rep. Pressman, Chelsea, 
said “The rating system has become 
a monster that is making thieves out 
of legitimate people. It’s coming down 
to a game of who beats whom.” 

Rep. Canavan, Revere, chairman ofa 
special legislative committee probing 
the compulsory auto system, asked 
that Mr. Humphreys explain why the 
rates have been raised again. When 
last promulgated a flat 50-cent in- 
crease was approved. This was re- 
jected by the companies’. which 
subsequently sued in Massachusetts 
supreme court and won a_ judg- 
ment compelling Mr. Humphreys in- 
crease the rates 19.6%. They now 
want a 25.5% hike as opposed to the 
9.1% boost. 

Mr. Canavan charged that the com- 
missioner has failed to properly study 
company profits, and expenses used 
by the companies in computing the 
rates they recommend to the com- 
missioner. “The companies _ invest 
their premiums and pocket the inter- 
est on the investment. And _ the 
motorist is left high and dry, and prac- 
tically penniless,” he said. 


Among those at the hearing who 
also opposed the rate increase were 
a representative of Mayor Hynes of 
Boston, and George P. Harrison, pres- 
ident of Massachusetts Motor & Truck 
Assn., who said further increases 
would put one truck owners out of 
business. 

While Mr. Humphreys was holding 
the hearing, three bills, calling for 
drastic changes in the compulsory 
auto law, were filed for consideration 
during the 1958 session of the Mass- 
achusetts legislature. 

Sponsored by Rep. Palmer, Somer- 
ville, a member of the compulsory 
auto study committee headed by Rep. 
Canavan, the measures would: 

—Double the present compulsory 
auto limits from 5/10 to 10/20. 

—Add guest, extra territorial and 
property damage coverages to the 
present requirements of the law. 

—Direct the insurance commission- 
er to set a separate rate for compul- 
sory auto on a statewide basis for 
persons in the assigned risk pool. _ 

Under the latter bill the premium 
for assigned risk insured would re- 
flect the loss cost attributable to all 
such applicants, and each person 
classed as an assigned risk would 
be kept in the pool for three years. 
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HeNATIONAL UNDERWRITER 


Mutuals Eye Fire Deductible, Capacity 
Package, Other Problems At New Orleans 


NEW ORLEANS—Almest 1,150 at- 
tended the annual convention here of 
National Assn. of 
Mutual Insurance 
Companies. In ad- 
dition to the five 
conferences under 
the association ae- 
gis casualty, 
city fire, farmers’ 
fire, farmers’ hail, 
and farmers’ 
windstorm com- 
panies—the other 
groups meeting 
here during the 
convention were: 

Advertising—Sales Conference of 
American Mutual Insurance Alliance, 
Century Club of NAMIC, Federation 
of Mutual Fire Companies, Ladies’ 
Auxiliary of NAMIC, Couneil of Edi- 
tors, Mutual Loss Research Bureau, 
National Federation of Grange Mutual 
Companies, and Transportation Insur- 
ance Rating Bureau. C. B. FunderBurk, 
general manager of Cotton States Mu- 
tual, was general chairman. 





W. C. Searl 


Participants in the program stressed 
the seriousness of various aspects of 
the circumstances in which insurers 
generally find themselves today, with 
special emphasis on the particular dif- 
ficulties of mutuals. 

Several speakers recommended con- 
sideration of the use of a fire deduct- 
ible of up to $1,000. This was brought 
out by R. M. Stanton, secretary of 
Capital District Grange Cooperative, 
Albany, N. Y. in his address as presi- 
dent of NAMIC. Purpose would be to 
provide relief on losses and avoid 
heavy rate increases. 

It was suggested that farm fire 
mutuals form a multiple line insurer 
to handle package policies so they 
won't lose their good farm business. 

Mutuals were criticized for not pay- 
ing personne] enough to attract suf- 
ficient top grade talent. 

Mutuals were said to be too con- 
cerned about low cost and not enough 
with growth so that today their No. 1 
problem is capacity. 


However, Ambrose Kelly, general 
counsel of Factory Mutuals, declared 
that the present crisis in the business 
gives mutuals unprecedented oppor- 
tunities. 

The seriousness of the present situa- 
tion was brought out quite strongly by 
Commissioner R. D. Hayes of Louisiana 
in his welcoming address. 

New officers of the national associa- 
tion are W. C. Searl, executive vice- 
president of Auto-Owners, president; 
George A. Christensen, secretary Bear 
River Mutual Fire of Salt Lake, vice- 
president; I. G. Saltmarsh, president 
of Indiana Lumbermens, treasurer, 
and Harry P. Cooper Jr., secretary (re- 
appointed). 


The conference elections produced 
the following results: Casualty Com- 
panies—Joseph P. Gibson Jr., presi- 
dent of American Mutual Re, presi- 
dent; Arthur A. Alderfer, president of 
Harleysville Mutual Casualty, vice- 
chairman, and Paul E. Buehler, vice- 
president of Beacon Mutual Indemnity, 
secretary (reappointed). 

City Fire Companies—V. H. Vawter, 
secretary of Santa Barbara County 
(Cal.) Farmers Mutual, chairman. 

Crop Hail Companies—Robert Frenk, 
director of systems and research of 
Country Mutual of Chicago, chairman. 

Farmers Fire Companies—R. D. 
Campbell, manager Farmers Union 
Coop of Omaha, chairman. 

Farmers Windstorm Companies— 
Leonard Stengel, assistant secretary of 
Milbank (S. D.) Mutual, chairman. 

The 1958 convention will be held in 
Atlantic City Oct. 5-8 at the Chalfonte 
Haddon Hall. 

Companies today are in the most 
serious difficulties, Mr. Hayes declared, 
and regulatory authorities are much 
to blame. Among other things, the 
commissioners may not be giving 
enough credit to prospective experi- 
ence. Perhaps they are not recognizing 
many insurer problems sufficiently. 

Be that as it may, the time has 
come, he said, for the entire business 
to assess the situation, reach conclu- 


sions as to what are the difficulties, 


and to make a concerted effort to solve 
them. 

Part of the responsibility for the con- 
dition the business is in lies with the 
companies and company executives, 
he added. They must bear much of 
the responsibility for the fact that the 
public thinks of the insurance dollar 
as imexhaustible and impersonal, al- 
most as if it were a tax dollar. 

The industry needs a public rela- 
tiors program that will prepare the 
public for increased rates. Mr. Hayes 
said he knows that casualty rates in 
Louisiana and in other parts of the 
country are inadequate, but the peo- 
ple don’t know it—they are not pre- 
pared for rate increases. It would be 
much better if the business had pre- 
pared the public. But actually the 
public attitude that exists was created 
by the companies talking and adver- 
tising strong, emphasizing big assets, 
and promulgating the idea that the 
regulatory authorities make the rates. 
Now, he said, it is time for the busi- 
ness and commissioners to work to- 
gether to correct the situation. 

He cautioned the business, however, 
against asking for legislation that 
would damage the industry, that 
would tend to split the business more 
widely. The business should seek leg- 
islation only if it tends to correct an 
evil which the business recognizes or 
that abrogates and stops unfair prac- 
tices. 


The present period of crisis in the 
insurance business is the greatest op- 
portunity offered mutual insurance in 
a life time to prove to itself, to its 
policyholders and to its competitors 
that the fundamental principles on 
which mutuals were built and on 
which they are operated are sound, 
Mr. Kelly told a general convention 
sessior , 

The year will certainly mark a low 
point in the fortunes of insurers, he 
said. Adverse loss experience in fire 
and casualty lines has been general 
and within the past month a decline 
in the market value of securities fur- 
ther has darkened the financial picture 
for insurers and knocked millions from 
cempany surpluses. 

Competition is bitter, he observed. 
Old patterns are changing. Today stock 
insurers operating on a direct basis 
are struggling for business with agen- 


cy mutuals. Rate changes in all lines 
(CONTINUED ON PAGE 16) 


Says Biggest A&S 
Gain Has Been In 


Public Relations 


President J. Henry Smith 
Speaks At Opening Session 
Of 3-Day Forum In N. Y. 


By JOHN B. LAWRENCE 


NEW YORK—The biggest gain made 
by the A&S business in the last few 
years has been in the field of public 
relations, said President J. Henry 
Smith of Health Insurance Assn. of 
America at the opening session of the 
3-day annual individual insurance 
forum. 

Desperately needed and many years 
late, the public relations program now 
is shaping up with promise, said Mr. 
Smith, who is vice-president and ex- 
ecutive assistant of Equitable Society. 
Addressing 350 representatives of 
member companies here, he declared: 

“It is already effective in an intro- 
ductory way, and it surely promises to 
fulfill our hopes for it. It can contrib- 
ute beyond measure to that favorable 
environment and public attitude we 
all crave for our efforts. How wonder- 
ful it is to overcome the feeling of 
being on the defensive at every turn! 
This program alone would be worth 
the full support of each of us in the 
association’s budget and _ activities, 
progress and value.” 


The future of the business demands 
a coordinated and unified front in 
many areas, he went on. The business 
must maintain effective representa- 
tion at all levels of government, ac- 
tively pursue an intensive program of 
research and dissemination of infor- 
mation, and must tell its story to the 
public in an aggressive and convincing 
way. 

No business can long succeed if it 
does not act with the highest aims in 
the interest of the public. Various 
speakers and writers have been al- 
lowed to question the ethics of the 
health insurance business for too long. 

(CONTINUED ON PAGE 15) 
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Fla. Sets Meetings 
On Proposed Revamp 
Of Insurance Laws 


The Florida insurance department 
has scheduled a series of meetings on 


HeNATIONAL UNDERWRITER 


Allister hotel, Miami, Nov. 6; the San 
Juan hotel, Orlando, Nov. 7; the May- 
flower hotel, Jacksonville, Nov. 8, and 
at the Tampa county court house, 
Tampa, Nov. 13. Fire and casualty 
laws will be discussed at the morning 
sessions and life and A&S at the aft- 


ican Title & Ins. Co. of Miami; and a 
life and A&S subcommittee, headed 
by W. J. Hamrick, agency vice-pres- 
ident of Gulf Life of Jacksonville. 
Meetings have been scheduled by 
these subcommittees and the full com- 
mittee. 





its plans for completely revising the ernoon sessions. 
state insurance laws. 

Several months ago the department 
retained Robert D. Williams, a Seattle 


pointed a 


Also, Commissioner 
legislative 
mittee of insurance people to advise 


The life and A&S subcommittee will 
meet Nev. 18, the fire and casualty 
subcommittee Nov. 19, and the full 
committee Nov. 20. All sessions will 


Larson has ap- 
steering com- 


attorney, to draft a revision of the him on the proposed revision. It is di- be held in the state capitol at Talla- 

laws for presentation at the 1959 ses- vided into a fire and casualty sub- hassee, 

sion of the legislature. committee, headed by J. Ollie Hall, Mr. Larson said that interested per- 
The meetings will be held at the Mc- vice-president and treasurer of Amer- sens desiring further information 
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on the air for you...CBS RADIO 
every Sunday evening 7:00-7:30 (E.D.S.T.) 


@ THE BENNY SHOW 
PRE-SELLS YOUR PROSPECTS... 
ALL YOU HAVE TO DO IS 

TELL THEM WHERE YOU ARE! 


Here is a selling program especially designed to 
help you get your full share of business from the 
10,815,000 listeners the Jack Benny show reaches 
every month. You can sponsor your own selling 
message—directing listeners to your agency—on 
the same CBS Radio stations your prospects tune 
in to hear their favorite comedian. Your local CBS 
Radio representative will be glad to help you to 
plan your own campaign. The more you cooperate 
with the show, the more insurance prospects it can 
bring you. 


PLUS Powerful Advertising in America’s Favorite 
Magazines— The 19,700,000 readers of THE SATURDAY 
EVENING Post have been added to the millions of insur- 
ance prospects already being reached for you by The Home 
Insurance Company’s full-page advertising program in 
TIME and other leading publications reaching a total of 
52,476,000 readers! This tremendous combination of 
magazines and radio will reach the eyes and ears of more 
insurance prospects than ever before! Identify your agency 
as the one that readers and listeners in your area are 
being urged to see. 


ve THE HOME * 
wrance (Company 


FIRE ° AUTOMOBILE ° MARINE 
Home Office: 59 Maiden Lane, New York 8, N. Y. 
THE HOME INDEMNITY COMPANY 
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concerning the proposed legislative 
pregram of his department should 
contact Broward Williams, coordina- 
tor of the department’s program 


New Indictment Is 
Returned vs Cooney 


The Essex county (Newark) grand 
jury has indicted John R. Cooney, 
former president of Loyalty group, 
on charges of conspiracy to defraud 
Firemen’s of some $203,000. Indicted 
with Mr. Cooney in the newest action 
by the grand jury were Harry A. Trot- 
ter, 2nd_ vice-president of  Fire- 
men’s and Albert S. Brook, head of a 
radio and furniture company in New- 
ark. The indictment charges fraudu- 
lent conversion of company funds and 
the obtaining of money by use of 
false bills, double payments and over 
charges, between 1950 and 1954, in 
connection with work at the home of- 
fice of Firemen’s. 


The new indictments came shortly 
after Mr. Cooney and John E. Dear- 
den, publisher of American Under- 
writer of Philadelphia, had entered 
pleas of no defense to charges of em- 
bezzling $262,000 from Firemen’s. The 
two were continued free on $10,000 
bail each. The date for their sentenc- 
ing was tentatively set for Nov. 6. 


STOCKS 








By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Oct. 29, 1957 
Bid Asked 
Actna Casualty 124 128 
MINIE TID cesedidash disitedisoncbmphincisttlicvogsied 482 50 
IN NN iS ses k cide detbideaepaheeaenn” A 175 
IID © cestnsecisnsitexordiaceastaueiscinis — | 2312 
American Equitable .................. 24% 26 
American (N. J.) ....... 20'2 21% 
American Motorists .................... 812 9, 
American Surety 1234 13%4 
IED closcscssanelaceenti 2512 261, 
Camden Fire Wed AIT : pee haha 26 27 
Continental Casualty ........... 68 70 
Crum & Forster com. ........0000. 47 49 
PIED Sikri scaneaninexenteceesmsgseabion tiene 2812 30 
PirG ASSOCIATION o.cc..cccscccrsccecseseoee 31 32 
PEE FUE esinisiidancinnd & 422 
OI CIE Be) savicsiinsicctnnercinscniss 3042 31% 
General Reinsurance 4042 42 
NEE IPIIEIE. “caincarcesscitervisxeceeieecesianan 2434 2534 
Globe & Republic ......... 1414 15% 
Great American Fire 25% 2634 
Hartford Fire ........ eiasicgmdcoasiataee “TE 120 
| 29%) 
SR RR AR ee re 31% 3242 
Ins. Co. of No. America ........ 84 86 
Maryland Casualty ........ ‘ ~ -— 29% 
Mass. Bonding .. ; 261 2714 
i 61 66 
Nationa! Union. .......... 29 30 
New Amsterdam Cas. 39% 41 
New Hampshire 3342 35 
North River .... 2734 283, 
SD EE enececcccecseresevstecess a 19 
Phoenix Conn. yiachecspnindeseseagatie: 52 
TUNED, - “cisckcsscasivervasseaedvorevcagsele 11% 12% 
eee OS Mi ricki & 41 
a GS icthciciinicenessnsesecocces 2112 23 
Springfield F. & M. ............. 3? 35 
Standard Accident ........... a oe 49'2 
Travelers - 6812 6942 
U.S.F.&G. Sebikeias pia 5412 55% 
RENE TIPTOD: » sncosctessscsiaesstesiaininiastiascbsmaiiee!! a 21 


WHERE AND TO WHOM 


should your Company 
direct its sales plans? Spe- 
cial insurance merchandising 
study available to executives. 
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WUA Reelects All Officers, Hears PR 
Progress Report At Annual Meeting 


Western Underwriters Assn. at its 
annual meeting last week at White 
Sulphur = _ Springs, 
W. Va., reelected 
all officers. P. S. 
Beebe, western 
manager at Chica- 
go for Hartford 
Fire, was reelected 
president for the 
year, and Vice- 
presidents Rush W. 
Carter, Aetna Fire, 
and Olaf Nordeng, 
Aetna Casualty, 
were similarly re- 
appointed. 

The formal meeting program opened 
with Mr. Beebe’s presidential address, 
which was reported at length in last 
week’s issue. The report of the asso- 
ciation’s governing committee was then 
presented. 

Progress in the public relations field 
was reported by the public relations 
committee in the report delivered by 
John Mowatt of Aetna Fire, who sub- 
stituted for L. A. Kenney, Glens Falls, 
the chairman, whe is now at the home 
office. 





P. S. Beebe 


Participation by a field man in any 
phase of the WUA public relations pro- 
gram benefits him and his company 
as well as the industry at large. This 
is not hearsay but well documented 
fact, the report stated. 

That this is realized by many field 
men can be determined by noting that 
the activity has reached its highest 
peak since the program was formally 
launched 8% years ago. 

The focal point in each area is the 
field club. Some are stronger than oth- 
ers, and this to an extent is traceable 
to the elected officers. Where the lead- 
ership is intelligent and aggressive, 
any of these organizations will have 
an outstanding year. 

The catastrophe press plan, the com- 
mittee reported, worked admirably. Its 
purpose is to obtain publicity for the 
organization stock fire companies for 
their part in rehabilitating communi- 
ties stricken by disastrous storms or 
other insurable perils. The work is 





done by a small, permanent cemmittee 
of field men in each state. 

The association gave support to the 
series of TV-radio spot announcements 
sponsored by the National Board. 
Through the agents’ associations and 
the field organizations, daily report 
stickers were distributed to agents to 
indicate new or additional business for 
National Board companies derived 
from agents’ efforts in following up 
the broadcasts. 


The undertaking was only partially 
successful. Many companies did not 
tabulate the premiums of daily reports 
and endorsements bearing the sticker. 
However, 22 company groups reported 
a total of approximately $48,000 from 
the states in the territory. 

“How much of this new business 
would have found its way to our com- 





+. 


Rush W. Carter Olaf Nordeng 


panies regardless of the campaign is 
problematical.” the report said. ‘““‘There 
was, however, a collateral benefit; the 
agents were forcefully reminded that 
the cost of the broadcasts was being 
borne selely by the organization stock 
fire companies.” 

As a part of the committee’s report 
a year ago, there was presented:a slide 
film depicting the results of a survey 
on competition conducted by the staff 
among nearly 1,000 agents. The film 
was later shown to a number of the 
field association as well as to many 
agents’ groups. Following a presenta- 
tion before the Indiana local board of- 

(CONTINUED ON PAGE 15) 
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to your nearest N.A.P.1.A.* 
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Wis. Agents Reelect A. R. Moss As President 


(CONTINUED FROM PAGE 2) 


rationalize expenditures. Help them 
with the facts—the reasons for buying. 
Most also suffer indecision—learn to 
use the power of suggestion to over- 
come this. 

Educational sessions—as many as 
four at once—abounded. Each was re- 
peated so that agents could hear, on 
each day, two of their choice. Com- 
mercial lines, personal lines and farm 


lines panels ran simultaneously and 
all drew largely. M. B. Simms, Con- 
tinental Assurance, and E. J. Cuff, 
Griffith-Tate, Ltd. Chicago, appeared 
on the commercial lines panel. M. W. 
Whitelaw, Western Adjustment, and 
Bernard P. McMackin, Jr., assistant 
editor of The Fire, Casualty and Sur- 
ety Bulletins, were the speakers on 
the personal lines panel, which cen- 





Caught in the act of totaling up an estimate of 
value are (1. to r.) Phoenix Agent Nelson T. 
Offut of Nelson T. Offut Company, Baltimore, 
Maryland and our District Manager Ray 
Billingham. The survey resulted in $20,000 
additional coverage and the Offut Agency will 
pick up all the other insurance on this dwelling 
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services, write and ask for our “Replacement 


Cost Guide 10G”. 
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tered around the resident package 
policies. The farm session featured L. 
J. Walker, Berlin; Frank Whelan, Dar- 
lington; John Cormican, Waupaca; Les 
Punsel, Cambridge and Edward Rag- 
atz, Stanley. A film on the farm blan- 
ket personal property form was shown 
by R. H. Meade, Home. 

O. B. Sullivan, Aetna Casualty, 
talked about the services behind the 
liability policy. The policy really es- 
tablishes three things for insured, he 
said, an investigating agency, a de- 
fense fund and, should it come to that, 
a bank account to pay damages. No 
individual insured could meet the need 
for an investigating agency. He noted 
that the information needed is for 
defense and reminded insurance men 
that companies put no limit on either 
time or money for this important task. 
In defense, companies employ the best 
counsel, medical experts, and other 
experts. They operate on the theory 
that the defense must be prepared three 
to one against the plaintiff. 

P. N. Snodgrass, General Casualty 
of Wisconsin, gave a painstaking de- 
scription of the bases of liability and 
an equally enlightening discussion of 
Wisconsin’s safe place statute. 

The National Assn. of Insurance 
Agents’ proposed national advertising 
campaign seems likely to get support 
from members of the Wisconsin as- 
sociation, though the state is not pres- 
ently among the leaders. A resolution 
expressed support, though it was gen- 
eral in tone and did not go into the 
matter of individual participation. 
Frank Schaffer, vice-president of Dor- 
emus & Co., the New York advertising 
agency which laid out the campaign, 
presented it at the convention. Parti- 
cipating in the same session, which also 
touched on tie-in advertising, was John 
de Hartog, Waupun. 

R. J. Layton, Rough Notes Co., 
and J. J. Glass, Lake Geneva, were 
the speakers at an agency manage- 
ment session. 

Wisconsin Commissioner Rogan 
made it plain he recognizes a duty to 
regulate and that he will regulate. He 
said he is administering the statutes 
relating to insurance on the assump- 
tion that someday Congress will de- 
mand an accounting. “It behooves me, 
as well as my brother commissioners, 
to see that the regulation of insurance 
is effective so that there will be no 
avenue open for the entrance of the 
federal government into insurance su- 
pervision,” Mr. Rogan said. He des- 
cribed some activities of the depart- 
ment during recent months, as well 
as some new legislation. 

The commissioner explained why he 
turned down increases asked in auto 
PHD during the past year. Certain 
companies, he pointed out, specialize 
in physical damage on financed auto- 
mobiles. These companies, due to the 
peculiarities of such business, have ex- 
perienced a higher than average loss 
ratio. However, he said, their expense 
ratio is much lower than the average 
expense ratio. In the filings presented, 
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S.C. Department Bans 
Unlicensed Insurers 


The South Carolina insurance de- 
partment has banned issuance of war- 
ranty policies on new automobiles by 
insurers not licensed in the state. 

Commissioner Kelly put out an or- 
der to this effect and warned auto 
dealers they are prevented by law 
from handling any such insurance not 
issued by a licensed insurer. He said 
the policies in question are in addi- 
tion to those issued by manufacturers 
to cover various components of the 
car. He acknowledged ordering six in- 
surers to stop issuing such warranties. 

Also in South Carolina a campaign 
to halt the willful destruction of autos 
and trucks for the purpose of collect- 
ing insurance has been launched by 
South Carolina Automobile Dealers 
Assn., in cooperation with the state 
insurance department. 

The association is offering a $300 
reward for information leading to the 
arrest and conviction of persons will- 
fully and unlawfully destroying an 
auto or truck for insurance purposes. 

Commissioner Kelly said the move 
was a good faith demonstration indi- 
cating a united front on the part of 
state insurance officials and automo- 
bile dealers. 

Insurers, he said, are faced with 
the problem of needing to increase 
auto rates because of the rate of loss 
in South Carolina. He said it must be 
realized that the public itself deter- 
mines rates. While the state regulates 
insurance, he added, the companies 
are entitled to a fair profit, and this 
means that the higher losses are, the 
greater premium rates must be. 

Mr. Kelly said his department regu- 
larly checks with insurers to be cer- 
tain all auto insurance claims are 
being diligently investigated. 





the higher loss ratios of these compa- 
nies were used but the more favorable 
expense ratio was not. 

Until recently, it had been depart- 
ment policy, Commissioner Rogan said, 
to discourage applications of out-of 
state insurers for admission. In many 
cases, he said, their correspondence 
had not been answered. Wisconsin 
companies were suffering retaliatory 
action because of this. The pelicy has 
been changed. Twenty companies were 
admitted in 1956. The department does 
not propose to let the bars down to 
every company, he said, but every 
company that can comply with statu- 
tory requirements is erititled to ad- 
mission. 

Mr. Rogan voiced criticism of the 
agency-appointment policy of some 
companies. Temporary appointments 
have been followed in many months 
by failure of more than 50% te show 
up for examination. In May, 1957, this 
reached 75%. 

Of complaints, Mr. Rogan said the 
department rarely receives amy on the 
actions of an agent who is a member 
of a state, county or city association. 

R. B. Gallagher, insurance and real 
estate manager of Philco Corp. pre- 
sented some buyers’ ideas. Every pos- 
sible step should be taken, he said, 
to consolidate operations and reduce 
cost, both on the part of the companies 
and the producers. Losses must be re- 
duced. Submarginal risks should be 
refused and this refusal should come 
from the agent. Packages and other 
high cost forms should not be sold 
unless they fit the risk. The insured 
should be given to understand that 
lesser coverages are still available, if 
he wants them. Risk abatement is im- 
portant. 
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McKown Lists Troubles Of Agency System, 
Tells Need Of Company-Agent Cooperation 


To Solve Loss, Expense Ratio Problems 


Action by both companies and their 
agents is needed now to stem the tide 
of constantly rising insurer loss and 
expense ratios and to combat the in- 
creased competition of direct-writing 
insurers, Paul F. McKown, vice-pres- 
ident of St. Paul F.&M, at San Fran- 
cisco, told the annual convention of 
California Assn. of Insurance Agents 
last week. 

Reviewing the situation of compa- 
nies in the light of their recent un- 
derwriting loss experience and the 
trend to steadily increasing expenses, 
Mr. McKown pointed out the interest 
being shown by insurance depart- 
ments in the solvency of companies. 
He recalled the recent meeting of the 
Zone 6 commissioners at Seattle at 
which the commissioners indicated 
their responsibility to the public to see 
that there be no interruption in fulfill- 
ment of companies’ obligations. 

“The seriousness of the plight of the 
companies is evident,” Mr. McKown 
emphasized. He stressed recent merg- 
ers of insurers and outlined actions 
being taken now by companies to con- 
serve operating costs and to reduce 
expense ratios. 

On the other hand, he said, “it is 
generally believed that the average 
agent who has been doing a consist- 
ently good sales job has by no means 
felt the pinch to the degree that the 
companies have. In fact, many agents 
—perhaps most of them—as their to- 
tal premium writings have continued 
upward, have seen their incomes grow. 
This fact, unfortunately, probably has 
instilled a note of complacency in the 
minds of many agents about what is 
happening to their companies.” 

“We cannot overlook the fact that 
insurance rates are closely related to 
the cost and quality of our products 
and services. AS company expense ra- 
tios continue to inch upward, some 
company executives are beginning to 
wonder if it isn’t timely for the indus- 
try’s traditional method of supply and 
distribution to be examined,” he said. 

New merchandising schemes have 
taken firm hold in the insurance busi- 
ness, Mr. McKown went on. Price ap- 
peal has supplanted service appeal. 
Some direct-writing companies have 
had a phenomenal growth, and have 
become a force for the agency compa- 
nies to reckon with. They are con- 


stantly growing, winning personal 
lines of insurance through vigorous 
sales programs based on _ lowered 


rates, and they have succeeded in par- 
Ing acquisition costs and expense ra- 
tios by the very fact of being able to 
do without the American agency sys- 
tem. At the same time, rating bureaus 
proceed to raise rates wherever pos- 
sible, Therefore, Mr. McKown said, 


more and more of the public’s insur- 
ance dollar will go to the direct-writ- 
ing insurer, unless company and agent 
get together promptly to find new 
ways to reduce losses, lower expenses 
and make professional services count 
for more than the saving in cash 
which the direct-writer offers. 

“The enigma that now confronts the 
agencies and their companies boils 
down to the provocative question of 
how to accept a new way of life—a 
pattern that will be geared to yielding 
a lower unit premium cost to the pur- 
chaser while still adequately reward- 
ing the salesman as well as the com- 
pany,” he said. “This pattern must keep 
the companies solvent and give them 
fair promise of a reasonable under- 
writing profit.” 

Agents, Mr. McKown acknowledged, 
provide the company’s life blood and 
are the most precious asset it posses- 
ses. But the agent is independent in 
his own right, owning his expirations, 
representing whichever company he 
likes, and generally being his own 
boss, an independence with which the 
companies are entirely in accord. “The 
American agency system, with its in- 
dependent agents, has been almost 
wholly responsible by reason of its ag- 
gressiveness and initiative for build- 
ing the fire and casualty and other 
forms of insurance business to their 
present-day volume,” he asserted. 

“Let us take a close look at the 
method of merchandising insurance 
policies as we see it today under the 
American agency system. To some ob- 
servers the system has been regarded 
as fantastically wasteful, unnecessar- 
ily costly and much too loosely geared 
to the economic needs of the compa- 
nies. It has been referred to by others 
as a sacred cow, preserved by long 
tradition, and in today’s state of af- 
fairs, considered of dubious value 
when compared to the system of sala- 
ried sales experts employed in other 
industries. 

“We observe a merchandising system 
that has grown through the years— 
expand'ng and adjusting itself to the 
ever changing business and competi- 
tive requirements of companies and 
agents alike. We find a costly dupli- 
eation of effort and materials in the 
offices of the agents and companics on 
the other. Each has found it neces«ary 
to maintain a complete set of daily 
reports; each has been performing in- 
dividual accounting and billing func- 
tions; each checks the work of the 
other all along the line. 

“The direct costs of all of this effort 
and material are multiplied by all of 
the indirect costs they entail. The op- 
portunity for error is increased. The 


reshuffling of papers, the duplication 
of expensive equipment, the addition- 
al floor space with its high rent, the 
excessive use of telephones, and the 
costly typing and dictation, all add up 
to thousands and thousands of dol- 
lars.” 

There is also a growing tendency 
for agents to shop their renewals, Mr. 
McKown pointed out, requiring dupli- 
cation of cost in handling coverages 
on each anniversary as insurers re- 
compute rates in an effort to keep the 
business. Then, too, he said, “we find 


Y 


far too many producers who, in spite 
of their claim to self-reliance and in- 
dependence, appear helpless without 
constant succor from companies. They 
receive aid in such matters as rating, 
form diagnosis, risk inspect.ons, ap- 
praisals, and even in the solicitation of 
new accounts, These things admittedly 
are inspired by the companies. But we 
need more education and we need 
greater willingness to learn and to per- 
form. The agent who after a required 
period of indoctrination in the business 
(CONTINUED ON PAGE Ii) 
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Four Are Promoted 
At N. Y. And Chicago 
By National Board 


National Board has appointed Ken- 
neth J. Carl director of municipal 
surveys and Robert A. Young special 
assistant to the director at New York, 
and has advanced George J. Robinson 
to senior assistant chief engineer and 
George P. Stahl to assistant chief en- 
gineer at Chicago. 

These appointments complete the 
organizational structure of the engi- 
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neering department, composed of three 
major divisions—codes and standards, 
municipal surveys, and research. Each 
is supervised by a director reporting 
to Chief Engineer John A. Neale. 

” 


Formerly a supervisory engineer at 
New York, Mr. Carl has been with 
National Board since 1940. Mr. Rob- 
inson has been with the Board since 
1927, as a field engineer, office engi- 
neer, and supervising engineer. He 
was appointed assistant chief engi- 
neer at Chicago in 1954. 

Mr. Stahl joined the Board at Chi- 


cago in 1938. Before that he was with 
Cook County Inspection Bureau. He 
has been doing municipal survey work 
in the midwest since 1948. Mr. Young 
joined National Board in 1940. He 
transfers to New York from Chicago, 
where he will be until the first of the 
year. 


American Surety has elected Leo P. 
Dorsey and Harold S. Miner trustees. 
Mr. Dorsey is senior partner in New 
York law firm of Dorsey, Burke & Ke- 
ber. Mr. Miner is vice-president in 
charge of the Fifth avenue office of 
Manufacturers Trust Co. in New York. 
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& 


618 years of Service 


OLD COMPANIES LIKE OLD FRIENDS WEAR WELL 


We are proud of the fact that all of the Companies under 


Crum & Forster management are now in their second century. 


The North River Insurance Co. . . . . Organized 1822 . . 135 Years 
United States Fire Insurance Co.. . . Organized 1824 . . 133 Years 
The British America Assurance Co. . Incorporated 1833 . . 124 Years 
Westchester Fire Insurance Co... . . Organized 1837 . . 120 Years 
The Western Assurance Company . Incorporated 1851 . . 106 Years 


618 Years 





Though old in years, these Companies are young in spirit. 
They have kept abreast of changing times and conditions, 
and have profited by the experience of a collective period 
of six centuries. They have kept faith with Agents and 
Policyholders, mindful of the trust and confidence reposed 
in them. Each passing year has furthered the realization that 
Agents have made an important contribution to the good 


name and reputation of these Companies. 


CRUM & FORSTER GROUP 


of Insurance Companies 


Organized 1837 THE BRITISH AMERICA ASSURANCE CO., U.S. Branch .. Incorporated 1833 
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Offer Cal. Brokers 
Proposal To Arbitrate 
Grievances With Lender 


A proposal to arbitrate grievances 
between brokers and mortgage loan 
agencies was presented to members of 
the southern California chapter of In. 
surance Brokers Exchange of Califor. 
nia at Los Angeles. 

Vice-president Franklin Harding of 
California Savings & Loan League, 
who submitted the proposal, said: “To 
demonstrate the good faith with which 
our business approaches our mutual 
problems, I take pleasure in announc- 
ing that the savings and loan assgo- 
ciations in Los Angeles county have set 
up an arbitration committee to work 
with representatives of both your or- 
ganization and the insurance agents’ 


association to receive and study com- | 


plaints arising between lenders and 
insurance brokers.” He further went 
on to cite requirements of mortgage 
lenders in respect to making loans as 
shown in a survey conducted recently 
by the brokers. ; 

Results of a study on activities of 
lenders made by the anti-trust division 
of the Department of Justice are in the 
hands of a U. S. grand jury at Los 
Angeles to determine whether anti- 
trust laws have been violated. 


e 

William H. Levit of Long & Levit, 
attorneys, spoke on “Care, Custody 
& Control” and pointed out that “since 
the care, custody and control exclusion 
is common to practically all liability 
policies, the insurance broker, in order 
to properly service and protect his cli- 
ents must know first what is meant 
by case, custody and control; secondly 
does the client have any serious ex- 
posure to liability arising from prop- 
erty in his care and control, and third- 
ly, how should those exposures be 
protected?” 

“Why Are You Losing Business to 
Direct Writers?” was the subject of a 
talk by Ralph Leatherby of Leatherby 
Insurance Service, in which he de- 
tailed increases in direct writer busi- 
ness in the past five years and predic- 
ted that a new type of agent and brok- 
er would overcome the present situa- 
tion and win the advantage now 
enjoyed by the direct writer. 

Lem Bailey of Bailey’s Insurance 
Management discussed “How to Buy 
and Sell an Insurance Agency.” Fun- 
damentally, he declared, in buying 
the aim is to get most value for as 
little money as possible, and in selling 
to get the most money for the busi- 
ness. He then went on to mention 
the peculiar characteristics that must 
be born in mind in regard to the 
business, mentioning the contract of 
sale, office space, bank arrangements, 
salaries, accounting procedures, office 
equipment, and renewal steps. 

Joseph Marshall of Marshall & Stev- 
ens, insurance appraisers, in talking 
on “Problems of Machinery & Equip- 
ment Appraisal,” declared that an ap- 
praisal must be based on fully in- 
formed planning if the organization 
of material and procedures are to 
achieve their full purpose. 


Maryland Casualty Named Surety 


Maryland Casualty has been named 
surety for United Concrete Pipe Corp. 
on a $5.4 million sub-contract for six 
miles of construction as part of a Los 
Angeles sewage program. 


In New York, Kalvin, Meyer & 
Sachs, and Harry Miller & Son, insur- 
ance brokers, both in business for more 
than 50 years, have been merged as 
Kalvin, Miller, Meyer & Sachs, with 
offices at 41 East 42nd street. 
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Asks Formation Of 
Joint Company-Agent 
Advertising Bureau 


Establishment of a joint advertis- 
jng-public relations bureau by Nation- 
al Assn. of Insurance Agents and rep- 
resentatives of major capital stock 
insurer trade associations to provide 
a long range program of public educa- 
tion was urged by Herbert H. Kirsch- 
ner, San Francisco, at the golden an- 
niversary convention of California 
Assn. of Insurance Agents last week. 


The proposed bureau, Mr. Kirschner 
continued, would prepare, produce 
and distribute to local agents associa- 
tions and individual agencies all types 
of material for use in advertising me- 
dia; would counsel both agents and 
companies on their respective adver- 
tising and public relations problems, 
and would act as a headquarters for 
discussion of problems of joint con- 
cern to capital stock companies and 
agents operating within the American 
agency system. Cost of operation of 
such a bureau was estimated by Mr. 
Kirschner at between $100,000 and 
$150,000 a year. 

In the past, he said, independent 
agents have largely taken for granted 
that their clients have known the ben- 
efits derived by policyholders served 
by independent agents. The folly of 
this assumption is revealed, however, 
by the rise in the direct-writing in- 
surer and the “captive” agent in re- 
cent years. Insurance buyers have 
been “lured” by the glamor of “win- 
dow dressing’ and bargain price, he 
said, “while the character and value 
of independent agency counsel and 
service has been little understood.” 
The stage is therefore set for “a gold- 
en age of independent agents’ adver- 
tising.” 

Mr. Kirschner acknowledged the 
creation of the “Big I’’ seal as an im- 
portant tool in the current public edu- 
cation campaign, and asserted that 
“the next step in advancing the cause 
of the independent agents is to make 
the public aware of your brand and its 
significance. The immediate task is to 
speedily and extensively reach tens of 
millions of insurance buyers—not 
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overlooking our younger people who 
will be the policyholders of tomorrow 
—with the type of advertising and 
promotional campaign so expertly 
blueprinted by National Assn. of In- 
surance Agents.” He urged that agents 
back the NAIA ad campaign to the 
hilt and he reviewed the measures to 
be undertaken when the campaign 
gets underway. 

“Advertising, no different from in- 
surance,” he continued, “should be a 
continuing device, if it is to be worth 
anything at all. Since there is suffi- 
cient agreement that the American 
agency system in its collective sense 
and the independent agent individu- 
ally require interpretation to the in- 
surance buying public, it must be con- 
ceded that no single year or even a 
decade will complete the process of 
education once and for all.” This 
means, Mr. Kirschner theorized, “that 
the mechanics of operation during a 
second and subsequent years should 
be given consideration fairly soon.” 

Therefore, he said, a continuing pro- 
gram for the promotion of the Ameri- 
can agency system should be set up 
as a joint venture of several major 
capital stock insurer trade associa- 
tions and NAIA, with the function of 
creating and maintaining an “Ameri- 
can Agency System Bureau of Adver- 
tising.”” Mr, Kirschner emphasized that 
“such a bureau would neither replace 
existing activities nor encroach upon 
the prerogatives of the insurers’ and 
agents trade associations maintaining 
it. The bureau’s unswerving concern 
would be kept strictly within the sub- 
ject area of independent agents, 
agents advertising and public rela- 
tions.” 


Howard N. Fullington 
Appointed To NAIA 


Executive Committee 


Howard N. Fullington of the Dulan- 
ey, Johnston & Priest agency of Wichi- 
ta, Kansas, has been appointed to the 
executive committee of National Assn. 
of Insurance Agents for a three year 
term. He has been chairman of the 
NAIA casualty committee since 1955. 

Mr. Fullington has been with the 
agency since 1928 and has been a part- 
ner since 1934. He is a past president 
of both the Wichita and the Kansas 
associations. 

Other members of the executive 
committee of NAIA are President 
Louie E. Woodbury Jr., Wilmington, 
N. C.; Vice-president Archie M. Slaws- 
by, Nashua, N. H. (chairman); Maurice 
J. Hartson Jr., New Orleans; Morton 
V. V. White, Allentown, Pa.; Porter 
Ellis, Dallas; Paul H. Jones, Tucson, 
and William F. Grandy, Sioux City, 
Iowa. 


Charles P. Phelan Elected 
To Head Mass. AIU 


Charles P. Phelan has been elected 
president of American International 
Underwriters, (Massachusetts). In 
addition to heading the New England 
operations of the international insur- 
ance group, he will head the activities 
of C. V. Starr agency, a Boston con- 
cern specializing in excess lines. He 
has been prominent in this fieid in 
New York City. 


Kansas Agents Elect Schulze President, 
Hear Slawsby, Harrington at Annual 


Donald E. Schulze, Kansas City, 
was elected president of Kansas Assn. 
of Insurance Agents at the associa- 
tion’s annual convention in Hutchin- 
son last week. Mr. Schulze succeeds 
Paul C. Yankey Jr., Wichita. 

Other officers elected at the meeting 
were: W. W. Hinds, Marysville, presi- 
dent-elect; Maynard Angwin, Pitts- 


met the very inflexible requirements 
of the company. 

“The most obvious result was that 
many of his automobile policyholders 
whom he had sold over the years, 
were incensed when they found out 
that this company wouldn’t write 
their fire insurance. 

“Another man told me he was losing 





Shown at the annual convention of Kansas Assn. of Insurance Agents in 
Hutchinson last week are (Left to right): Donald E. Schulze, Kansas City, 
newly elected president; Maynard Angwin, Pittsburg, reelected secretary; 
Alex Case, Marion, chairman of the farm underwriting committee of Midwest 
Territorial Conference; W. W. Hinds, Marysville, president-elect, and George 
T. Staebler, Topeka, reelected treasurer. 


burgh, secretary (reelected), and 
George T. Staebler Jr., Topeka, treas- 
urer (reelected). Executive manager 
of the association is Gen. Frank Dunk- 
ley, who was also reappointed. 


Archie M. Slawsby, Nashua, N. H., 
and vice-president of the national as- 
sociation, led off the formal conven- 
tion program by asserting that the in- 
dependent agent has at last gone over 
to the offensive in his war for busi- 
ness against his direct-writing coun- 
terpart. “Through cooperation and in- 
tensive, intelligent selling and adver- 
tising,’” Mr. Slawsby said, the agent 
“is taking the war directly to the di- 
rect-writer and the direct-writer is on 
the retreat.” 

“You know, I think we are probably 
more concerned about direct writing 
than we should be,” he said in his 
address. “One of the reasons is be- 
cause we don’t understand the direct- 
writer, 

“Now there may be some weakness- 
es in our method of distribution, but 
if it is any small consolation to you, 
let me tell you that there are plenty 
of weaknesses in the manner of dis- 
tribution of that company which op- 
erates on a coast to coast basis out 
of department stores.” 


“One of their men told me he was 
dissatisfied basically and primarily 
because he was discouraged with the 
kind of service that was being ren- 
dered after he promised good service 
to his friends and customers. This 
same man told me he has three au- 
tomobile applications turned down for 
every one that is accepted. This man 
was disheartened because his company 
had an extremely restricted fire un- 
derwriting viewpoint. It was difficult 
for him to find fire business which 


a good bit of his automobile business 
because of his inability to take care of 
his customers’ fire requirements.” 

Mr. Slawsby also urged greater sup- 
port by the larger agents for the na- 
tional advertising program planned 
for NAIA. He stressed the fact that 
success or failure of the campaign 
“will depend upon the honesty and 
willingness, as well as the strength of 
the moral fiber, of the larger agents 
to face up to their obligations as in- 
dependent businessmen.” 

Mr. Slawsby concluded that “there 
can be no bargaining with our future.” 
He urged all members to contribute to 
the program on the basis of $1 for 
every $1,000 of annual premium vol- 
ume. 

A panel discussion of legislative 
events followed Mr. Slawsby’s talk. 
Participating were State Sen. Laurin 
Jones; Paul H. Heinz, Topeka, and 
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Cheney Prouty, Kansas City, chairman 
of the association’s legislative commit. 
tee. 

Kansas’ new safety responsibility 
law, which was sponsored by the 
agents’ association, is “infinitely sy. 
perior” to the compulsory automobile 
insurance laws of the types enacteg 
in Massachusetts and New York, sai4 
C. F. J. Harrington, executive vice. 
president of National Assn. of Cas. 
ualty & Surety Agents. Mr. Harring- 
ton was insurance commissioner jn 
Massachusetts from 1938 to 1951. 

“The chief difficulty of compulsory,” 
he said, “is the premium rate.” He 
compared the cost of liability insur- 
ance in Massachusetts and in Kansas 
at the present time and pointed out 
the likelihood of political involvement 
in ratemaking under compulsory. Un- 
der compulsory, he asserted, “under- 
writing is difficult because it has to 
be general, covering bad risks and 
poor drivers.” 


“No compulsory motor vehicle lia- 
bility insurance law can be devised 
to provide assurance of appropriate 
monetary relief to the victims of al] 
automobile accidents,” he said. The 


‘answer lies not in forcing the public 


to have insurance, as a compulsory 
law does, but in redirecting the atten- 
tion of public officials to greater and 
more effective safety measures. The 
appalling national highway accident 
record of recent years makes such 
measures even more mandatory nov: 
than ever before. 

“Unfortunately,” he continued, “we 
have not been able to glamorize this 
aspect of the automobile accident 
problem in a manner which produces 
constructive results.” 

“To sum up,” Mr. Harrington con- 
cluded, “compulsory automobile in- 
surance is bad for the public because 
it encourages exaggerated and fake 
claims, the payment of which ultimate- 
ly adds to the cost of insurance. The 
non-auto owner also pays taxes for 
costly legislative investigation and law 
administration. Since nearly every 
American family is the owner of an 
automobile or benefits from the use 
of one, the major part of the increased 
cost of insurance must be borne by 
the insuring public. Excessive rates 
lead to unjustly low claim settlements, 
increased litigation and _ insurance 
company failures. Not all insurance 
commissioners yield to political pres- 
sures, on ratemaking, but all are sub- 
ject to them.” 


President Paul C. Yankey Jr, called 
for a more stringent motor vehicle 
operator’s licensing law in Kansas, in 
presenting his president’s report. He 
pointed out that many states now re- 
quire written tests and actual driving 
demonstrations even after a person 
has held a license for some time, and 
he concluded that such restrictions 
“help to disqualify people who may 
for reasons of vision, judgment, age 
or other disability have become unable 
to drive.” 

Mr. Yankey also called for a state 
law requiring property and casualty 
risk underwriters to meet definite 
qualifications. 

Breakfast meetings for farm writ- 
ing agents and for agents writing gen- 








— 
\2) Any Claim—Anytime—A Sf 
se/ ny Claim nytime—Anywhere ane compANy 





H. L. “‘Les’”’ Eddy & Norman N. Doke 


Any Claim—Anytime—Anywhere 


ni WICHITA AMherst 5-1668 wlpuste hee 








KANSAS 

































— 











, 1957 


1irman 
ym mit. 


sibility 
y the 
ly su- 
mobile 
nacted 
<, said 
vice- 
' Cas. 
irring- 
ler in 


lsory,” 
.” He 
insur- 
Cansas 
d out 
‘ement 
y. Un- 
inder- 
has to 
S and 


cident 
duces 


| con- 
e in- 
cause 
fake 
mate- 
. The 
s for 
d law 
every 
of an 
e use 
‘eased 
ne by 
rates 
nents, 
irance 
rance 
pres- 
» sub- 


called 
ehicle 
as, in 
t. He 
w re- 
riving 
erson 
, and 
ctions 

may 
, age 
nable 


state 
sualty 
finite 


writ- 
- gen- 








October 31, 1957 


eral lines were held on the morning 
of the convention’s second day. Bert 
R. Walinder, America Fore group, Chi- 
cago, spoke on “Farm Underwriting 
Tomorrow” at the farm agents’ break- 
fast, while general lines agents heard 
a panel discussion of “How Compre- 
hensive Is Comprehensive?” Panel 
members were Dean Matthews, Ash- 
land; W. O. Wanamaker, Topeka, and 
J. Landreth, Topeka. 

Roy E. Carr, Providence-Washing- 
ton, discussed “These Transitional 
Times in the Insurance Business” on 
the final afternoon of the convention 
and a skit, “Death of an Insurance 
Agent,” was presented by a group rep- 
resenting the Wichita agents’ associa- 
tion. 

Final event of the formal convention 
program was installation of the new 
officers at the annual banquet. Com- 
missioner Sullivan was installing of- 
ficer. 


Selected Risks Fire, 
Indemnity To Merge 


Selected Risks Fire and Selected 
Risks Indemnity of New Jersey will 
be merged as Selected Risks Ins. Co., 
effective Dec. 31. Stockholders ap- 
proved the move at the annual meet- 
ing in Branchville, N. J., and reelect- 
ed Chairman Claude E. Mazuy, and 
all other directors of the compa- 
nies. Jesse Grant Roe, president of 
the insurers, and all other officers 
also were renamed to office. 

According to the annual report the 
consolidated assets of the two com- 
panies increased $487,227 to $13,262,- 
321, during the fiscal year ended Sept. 
30. Policyholders surplus declined 
$253,687 to $2,910,177. 

Investment income rose $21,326 to 
$292,535. 


America Fore Old Guard 
Holds Annual Banquet 


Four hundred fifty New York mem- 
bers of the Old Guard, comprised of 
employes who have served 25 years 
or more with the companies of Amer- 
ica Fore group, held their 23rd annual 
banquet and entertainment at the Ho- 
tel Statler in New York City. Toast- 
master was James M. Brunner, super- 
intendent of the fire companies’ policy 
service department. A 34-year man, 
he is a member of the board of gov- 
ernors of the America Fore Men’s Club. 

Chairman and President J. Victor 
Herd greeted those present and con- 
gratulated the new members country- 
wide who joined the Old Guard this 
past year. 

There are 1,304 members of the Old 
Guard countrywide. Of these, 1,036 are 
still active with lengths of service 
rangiy.g from 25 up to 67 years. 


East Orange Executives Elect 


Ralph W. Hawkins, resident manager 
of New Amsterdam Casualty at East 
Orange, N. J. has been elected chair- 
man of East Orange Insurance Man- 
agement Assn. to succeed President 
Richard B. Evans of Colonial Life. 

Also elected were Andrew Nelson, 
resident vice-president of American 
Casualty, vice-chairman, and Harry O. 
Rasmussen, general agent of Penn Mu- 
tual, treasurer. 
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leans on his companies to provide his 
ABC know-how will find it increas- 
ingly difficult to hold his own in to- 
day’s complex world of insurance. 

“We also see agents who, although 
qualified and experienced, have fallen 
into the rut of being shoppers and 
order-takers instead of salesmen. 
Some are not applying the skills of 
their profession by fully analyzing the 
needs of their clients and are too fre- 
quently falling back on price as the 
inducement to buy. In this respect, I 
am impressed with the quality of the 
preparation and selling job done by 
many well trained life insurance 
agents; perhaps fire and casualty peo- 
ple could afford to borrow a leaf from 
their book. 

“We observe more than a few agents 
who have forgotten their loyalty to 
their companies, and who appear to 
be unaware of their responsibility,” 
Mr. McKown continued. 


“If the agent is to be the licensed 
producer of his companies and prop- 
erly serve their interests, it is hard for 
company people to understand how 
an agent can rightfully claim that his 
loyalties lie first with his insured— 
and that his companies come after- 
ward! Perhaps this is mainly a mat- 
ter of semantics, for actually the 
agent does represent his clientele first 
and foremost in the service he is ren- 
dering and in that way he is truly in- 
dependent. But the agent cannot es- 
cape his legal and contractual rela- 
tionships and responsibilities to the 
companies for whom he is licensed. 
Otherwise he could not in fact be their 
agent. 

“Some agents apparently give little 
or no concern to the operating costs of 
the business and the part that they 
play in increasing the expenses of the 
companies—take the agent who too 
frequently picks up the phone for a 
collect call to his company on a matter 
he should be capable of handling him- 
self—or the agent who won’t make his 
own farm survey, won’t procure pre- 
liminary loss information, or won’t 
type his own simple policies and en- 
dorsements. 


“We find a few agents who seem to 
be unconcerned about underwriting 
results. Urging the payment of unjus- 
tified claims appears to occur much 
too frequently. Some show no reti- 
cence in high-pressuring their com- 
panies to accept undesirable business. 
A few occasionally are not loathe to 
distort important underwriting facts. 

“Much too common,” Mr. McKown 
emphasized, “are agents who are dis- 
posed to drag their feet on collec- 
tions,” or who order renewals “as is” 
without bothering to ascertain from 
insured whether or not renewal is 
even wanted. “This unwholesome 
practice is partly responsible for the 
often discussed flat cancellation evil, 
one of the most costly areas of waste 
in our whole business. One large com- 
pany group after brief study discov- 
ered that at the pace return premiums 
had mounted within its operations, it 


was retaining no more than 6812% of 
every gross premium dollar it wrote. 
This calculation had nohing to do 
with reinsurance. Nor did it include 
policies that were spoiled in ihe typ- 
ing. It means that 314% of the busi- 
ness it processed went out the window 
primarily as a result of cancelled pol- 
icies. Return premiums resulting from 
reduced rates and reduction in policy 
amounts of course contributed some- 
what. 

“Putting it another way, for every 
$100,000 in gross premiums fully 
earned, this company had to process 
approximately $146,000 of business. 
After handling the $146,000 in the 
original policy writing, underwriting, 
coding, bookkeeping and filing, the 
staff turned around and reprocessed 
$46,000 of its business to get this 
amount off its books. 


“That unhappily did not terminate 
the rampage of wasted expenditures 
on cancelled policies. For not infre- 
quently a policy put through the books 
originally and later taken off the 
books due to non-payment of premium 
then had to be reinstated when the 
cancellation notice mailed by the com- 
pany turned up the fact that the agent 
had collected the money from the as- 
sured, but had delayed in making 
his remittance to the company. 

“Unfortunately, this company has 
not yet determined the amount of its 
return premiums that result from flat 
cancellations alone, but it believes 
them to be a substantial part of the 
3114%.%. There have been calcula- 
tions by others who have estimated 
their flat cancellations as representing 
as much as 20% or 25% of all policies 
written. 


“People who support the theory that 
flat cancellations are a necessary de- 
vice in our business, costly though it 
may be, lay themselves open to strong 
argument in favor of the much ma- 
ligned practices of continuous policies 
and direct billing. 

“Recent months have witnessed a 
thorough review and detailed analysis 
of agency plants by company after 
company. These studies have usually 
been followed by a rash of agency 
terminations as dissatisfied companies 
have been rudely awakened to the fact 
that the net results they have been 
getting from certain of their produc- 
tion sources have been anything but 
satisfactory. 

‘In all fairness, I know that there 
is just as much to be said on behalf of 
the agents respecting the shortcomings 
of their companies. Companies have 
burdened their agents with a snow- 
storm of paperwork, complex systems 
of rating, costly rate changes, a myri- 
ad of intricate policy forms, excessive 
letterwriting, and many other costly 
requirements. A vast amount of time 
under today’s system is necessarily 
spent by the agent in running the af- 
fairs of his office. In doing so, he is 
deprived of valuable hours that he 
would otherwise be devoting to sell- 
ing. 

“This is no time for carping criti- 
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cism, There should be no vindictive- 
ness, no recriminations. If the compa- 
nies and their agents drift much 
farther apart in cooperative effort, the 
probable outcome seems clear. 

“The point is this: If the companies 
and their agents will get their heads 
together and mutually seek to find a 
happy midpoint, where the agent, 
without foregoing his independence, 
nor his ownership of expirations, nor a 
reduction in his net income, can work 
more in harmony with the heeds and 
policies of his several companies; and 
if the companies in their turn can 
better attuned to the needs of 
their own agents, then it would seem 
that important progress can be made. 


stay 


“What about agency commissions? 
There has been much _ speculation 
about reduction of the agents’ income. 
That commissions are a problem for 
the companies—as they apparently 
are for many agents—can hardly be 
denied. It must be recognized that 
producers everywhere are not being 
remunerated on an equitable basis, be- 
cause commissions are not geared to 
the degree of service the agents are 
performing nor to the actual worth of 
the agents to the companies. 

“There can be no doubt that the in- 
surance agent must be adequately re- 
warded for the function that he ful- 
fills. It is conceivable that many pro- 
ducers can and will return a greater 
take-home pay than they are now 
earning. But certainly there is no room 
left for the agent as a miiddleman 
whose share in the expense portion of 
the insurance dollar cannot be justi- 
fied in the light of his economic im- 
portance to the transaction between 
company and insurance buyer. 

“Many individuals feel that to pay 
the same rate of commission to every 
insurance agent is absurd. How are 
these disparities between agents to be 
measured and how are they to be 
evaluated? Would it not now be prac- 
tical to apply some professional cost 
accounting? Study along this line 
could be pursued at an industry level 
—or perhaps a study by companies 
and the individual agents would be 
more suitable. 

“Tet us call a halt to this talk about 
cutting commissions. Let us work to- 
gether and cut expenses—and improve 
the underwriting results. Then the 
agents’ share of the producer’s result- 
ing profit should be ample and satis- 
factory and fair. 

“The important nub of the com- 
mission is that which he puts in his 
pocket after he has paid his own ex- 
pense of operations. That is the “com- 
mission” that the agent should fight 
for—and that is the reward that the 
companies should help him to retain 
and increase.” 


Meeker-Magner, Reidy Co.. 


Chicago Agencies, Merge 


Meeker-Magner and T. J. Reidy & 
Co., two of Chicago’s older insurance 
agencies, will merge this week under 
the former’s name. Meeker-Magner 
was founded in 1902, and Reidy in 
1930. Thomas J. Reidy will become 
vice-president of Meeker-Magner. 


Irsurance Women of Los Angeles will hold 
their “Bosses Night” Nov. 19. 
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Cal. Agents Name Chickering At 50th Annual 


(CONTINUED FROM PAGE 1) 


insurance, he said, is when people are 
in the mood to buy. 

Turning to the matter of competition, 
Mr. Woodbury said the fellow agent 
was not the real competitor, but that 
other lines of business fill that role. 
He made it plain new blood must be 
brought into the insurance business 
and that the successful agency must 
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ASTA, famous star 

of “The Thin Man” 

TV series, 

recently insured 7 ™ 

by Animal Insurance Siiaaam 
Company of America. 


announcing! 


Dog Life Insurance at Realistic Rates 
Renewable Annual Term Coverage 


You can’t insure a man’s emotional investment 
in his dog, but you can insure his financial 
investment. You can now offer him a dog life 
insurance policy with the broadest coverage 
possible. It’s issued by a company licensed 
under the Insurance Laws of the State of 


New York, and the only one exclusively 


have among its personnel people who 
can discuss with people their prob- 
lems and sell them coverages to meet 
those problems; persons who can make 
clear the various coverages, along 
with their advantages. 

Commissioner McConnell of Califor- 
nia in his brief introductory talk de- 
clared insurance is a business in the 


devoted to dog life insurance. 


2 Insurance against death from any cause except poisoning. 


% Lowest dog insurance rates: $8.00 per $100. Minimum 
premium—$10. Special group rates available for 
5 or more dogs. 


% Full coverage even while in transit. 


% $5,000 limit per dog. 


Animal Insurance Company 


of America 


An American Company Licensed Under the Insurance Laws of the State of New York 


92 LIBERTY STREET, NEW YORK 6, N. Y. 


Your present clients with pedigreed dogs will 
appreciate the extraordinary rates and cov- 
erage. And you can make substantial sales 
to kennels and breeders of pedigreed dogs. 
Premiums payable with application — no 
expensive overhead involved. For full infor- 


mation and application forms, write today. 


public interest and that it is the duty 
of the insurance commissioner to con- 
duct the administration of his depart- 
ment in the interest of the public and 
that any wrongdoing on the part of 
those in the industry should occupy 
the attention of the commissioner. The 
insurance business should operate at 
a profit, he declared, and it is not 
good for our economy if that is not 
the case. He touched on the flat can- 
cellation problem that has cost com- 
panies approximately $500 million and 
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said it was felt legislation should be 
drafted to meet the situation. 

False claims for indemnification 
came in for discussion and Commis- 
sioner McConnell said it was the duty 
of the commissioner to prosecute such 
claims and thus enforce the laws, 
Frauds will not be tolerated by the 
department and he urged legislation, 
both federal and state, to implement 
correction. 

While many people feel that the in- 
dustry’s troubles stem directly from 
the agent, said J. C. Schroeder, Chico, 
many company officials recognize that 
the present downward trend of the 
business is the result of errors attrib- 
utable to company and agent alike. 
In his speech, “Trends in Rate and 
From in the Fire and Allied Lines 
Market,” Mr. Schroeder traced the re- 
cent history of the insurance industry 
and predicted changes ahead which 
will not be to the liking of many 
agents. 

“One of the most dangerous trends 
today,” he declared, “is the thought 
that the American agency system 
probably is on the way toward ex- 
tinction.” The big threat is the prob- 
ability of the large life insurers enter- 
ing the property and liability insur- 
ance fields. 


Development of rates based on five 
years experience should give way, 
Mr. Schroeder stated, to those based 
on the experience of the immediate 
past, which he feels to be of greater 
importance. “Because of the advertis- 
ing of our companies and ourselves,” 
he said, “the public has been awak- 
ened to a claim consciousness that 
was not contemplated when our pres- 
ent rates were made.’”’ Companies and 
agents alike, he said, must cooperate 
to develop rate adjustments which 
will be equitable under _ these 
circumstances. 

Another problem facing the industry 
is the lack of a simple, workable pre- 
mium finance plan, he said. He called 
for the development of a sound insur- 
ance premium finance arrangement 
and predicted that an adequate plan 
would open the door to a profitable 
group of policies having small indi- 
vidual premiums. 

“Let’s stop our attempts to meet 
competition,” Mr. Schroeder concluded. 
“Let’s create it ourselves. Let’s get 
out and recreate the noble art of 
selling.” 

Following Mr. Schroeder’s address, 
Herbert H. Kirschner, San Francisco 
advertising man, presented a talk en- 
titled “Golden Age of Independent 
Agents’ Advertising.” Mr. Kirschner’s 
address is reported at greater length 
elsewhere in this issue. 


The future of the American agency 
system was the subject of a talk by 
Dr. Irving Pfeffer, University of Cali- 
fornia, entitled “Growth of Profession- 
alism in the Insurance Business.” 
Professionalism, he said, was a favor- 
ite subject of discussion 50 years ago, 
when the same questions were asked; 
the answer today is the same as it was 
then—the insurance business is show- 
ing greater vitality than ever, but a 
serious blunder is any assumption of 
antagonism toward professionalism by 
either companies or agents. 

Four parties are interested in this 
question, he declared, and each has its 
peculiar problems. First, he stated, 1s 
the public. Rising premium costs are 
of real concern. If they go up, the 
public resents the rise, and if they fall, 
the companies can and do go broke. 

The companies are also interested in 
the subject of professionalism. Facing 
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rising loss ratios and expenses, under- 
writing losses and expenses, a decline 
in the stock market, and a decrease in 
insurance to value in the face of ef- 
forts to increase insurance to value, 
companies are searching for ways and 
means to greater economy. 

Agents face the dilemma of a cost 
squeeze, Dr. Pfeffer declared. Hints by 
companies of cuts in commissions, 
agency expenses, and price competi- 
tion from direct-writing insurers put 
the local independent agent in a tight 
spot. 

The fourth factor is that of regula- 
tion, he said. Even now, public resent- 
ment over the need for higher insur- 
ance rates is patent, but inadequate 
rates are a top company problem. 


In the face of all these conflicting 
problems, what is the answer, Dr. 
Pfeffer asked. The agent’s answer, he 
theorized, is a clear-cut trend toward 
professionalism. The professional agent 
can offer insurance that meets the 
test of the welfare of society and can 
thus withstand the heat of competi- 
tion. But to be truly professional, he 
concluded, the agent’ must understand 
and practice the chief elements of 
professionalism: Essential service; an 
obligation to serve the client expertly 
and unselfishly; technical competence 
and a science of substantial learning; 
intensive education and experience; a 
formal organization; a high code of 
ethics and their practice and enforce- 
ment, and public recognition. 

To the agent who practices these 
essentials, Dr. Pfeffer said, will accrue 
a higher and more stable income, free- 
dom from competitive aggravation and 
greater job satisfaction. 

A discussion of claim handling of 
losses occurring from sonic booms was 
presented following Dr. Pfeffer’s talk. 

The association’s annual business 
meeting, together with the election of 
officers opened the schedule on the 
second full day of the convention. 
After luncheon, Paul F. McKown, vice- 
president of St. Paul F.&M., listed 
troubles of the American agency sys- 
tem and called for company-agent co- 
operation to solve the problems of 
constantly increasing insurer loss and 
expense ratios. A complete digest of 
Mr. McKown’s talk is found elsewhere 
in this issue. 

Opening talk of the final convention 
session was presented by James C. 
Smith, vice-president of Travelers In- 
demnity, who discussed changing con- 
ditions in the contract bond market 
and pertinent production tips in fidel- 
ity, surety and contract bonds. 

Mr. Smith reviewed the rate struc- 
ture under which fidelity rates are 
determined at present and _ stressed 
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the urgent need for its revamping. 
This revamping should be undertaken, 
he said, so that increased rates will be 
provided for those classes which have 
consistently produced underwriting 
losses; reduced rates will be produced 
for the very desirable classifications 
“which are now being forced away 
from Surety Association companies to 
a few select risk companies that are 
ready and willing to offer the pre- 
ferred rates these risks deserve;” re- 
duced rates will be provided for the 
excess limits area so that larger limits 
may be sold and so that the primary 
underwriter will have the benefit of 
the excess limits premium, and so that 
a real measure of flexibility will be 
introduced to permit underwriters to 
recognize superior or substandard 
conditions in risks of the same general 
class. 

An actuarily sound insurance for- 
mula in the establishment of fidelity 
rates must be developed promptly, Mr. 
Smith declared, one which should be 
based upon loss, expense, and other 
factors by class of risk, and one which 
will produce the results enumerated 
above. He emphasized that he was not 
advocating any change in the present 
surety rate structure, since those lines 
require, he said, an entirely different 
approach. 


In discussing contract bonds, Mr. 
Smith acknowledged that contract 
lines represent by far the major por- 
tion of surety bond business. He pre- 
dicted that federal and state outlays 
for highway construction over the next 
13 year period will exceed $100 bil- 
lion, all of which will have to be 
bonded. This, he concluded, will offer 
producers, companies, and the insur- 
ance industry generally an unparal- 
lelled opportunity, but will also offer 
an unparallelled responsibility. 

A panel discussion of subject matter 
covered at the cost-reduction confer- 
ence held at Corte Madera, Cal., 
earlier this year, was presented fol- 
lowing Mr. Smith’s remarks. Panel 
participants were Percy P. Lynch, In- 
dustrial Indemnity, and Harry R. 
Schroeder Jr., Oakland. 

Carroll R. Young, vice-president of 
America Fore group, reviewed trends 
in the casualty insurance field to open 
the final afternoon schedule, and War- 
ren A. King, insurance merchandising 
manager of Life magazine, showed a 
color film and spoke on “Opportunities 
Unlimited In The Insurance Industry.” 

The association’s golden anniversary 
convention banquet closed the three- 
day program. Installation of officers 
was held at the banquet. Mr. Wood- 
bury acted as installing officer. 

The association adopted resolutions 


New officers of 
California Assn. of 
Insurance agents 
include, left to 
right, Roger Chick- 
ering, Oakland, 
president; William 
Hobin, Stockton, 
vice-president, and 
Milton R. Chever- 
ton, San Diego, sec- 
retary -treasurer. 


endorsing the proposed national ad- 
vertising campaign of National Assn. 
of Insurance Agents, urging members 
to support the California Insurance 
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Speakers Bureau, and opposing the 
adoption by insurers of uniform forms, 
asking that companies continue form 
flexibility. 
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OIL INSURANCE 


—Loss prevention service included! 


BECAUSE insurance agents and brokers know 
the importance of experienced handling in ar- 
ranging proper coverage and proper claims serv- 
icing, they will in most cases recommend placing 
insurance on offshore oil drilling and production 
equipment with a specialized market such as 
Southern Marine. 


Important too, our Loss Prevention Service (in- 
cluded at no extra cost) is geared to work with 
assureds in preventing losses to reduce future 
insurance costs and to prevent equipment down- 
time. Even when fully reimbursed for loss or 
damage, assureds know how expensive it can be 
to have equipment laid up for repairs and not 
earning. 


(| OUR SERVICE IS FOR INSURANCE 
| AGENTS AND BROKERS ONLY 


SOUTHERN 
MARINE & AVIATION UNDERWRITERS, INC. 


NEW ORLEANS 







610 Poydras Street 
Telephone TUlane 5266 
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Convennon Dates 


Nov. 7, Insurance Federation of New York, an- 
nual, Waldorf-Astoria hotel, New York City. 
Nov. 7-8, Michigan Assn. of Mutual Insurance 

Agents, annual, Statler hotel, Detroit. 


Nov. 15, American Marine Insurance Clearing 
House, annual, New York City. 

Nov. 17-19, Kentucky Assn. of Insurance 
Agents, annual, Kentucky hotel, Louisville 


Nov. 17-20, Indiana Assn. of Insurance Agents, 
annual, Claypool hotel, Indianapolis 

Nov. 18-19, Illinois Assn of Mutunl Insurance 
Agents, annual, Orlando hotel, Decatur. 

Nov. 19-20, Wisconsin Federation of Mutual 
Insurance Companies, annual agents con- 
vention, Schroeder Hotel, Milwaukee. 

Nov. 21-22, Casualty Actuarial Society, an- 
nual, Sheraton hotel, Philadelphia. 

Nov. 21-22, Mutual Insurance Agents Assn. of 
New England, annual, Somerset hotel, Boston. 

Nov. 30-Dec. 1, Montana Assn. of Mutual 
Agents, annual, Northern hotel, Billings. 

Dec. 6, Insurance Accounts Assn., New Yorker 
hotel, New York City. 

Dec. 11, Eastern Underwriters Assn, 
Biltmore hotel, New York City. 

Dec. 27-28, American Assn. of University Teach- 
ers of Insurance, Bellevue-Stratford hotel, 
Philadelphia. 


annual, 


1958 
Mar. 14-15, Tri-State Mutual Agents Assn., 
Lord Baltimore hotel, Baltimore. 
May 1-3, Louisiana Assn. of Insurance Agents, 


annual, Edgewater Gulf hotel, Edgewater 
Park, Miss. 





Travelers Names New Office 


Managers In Three Cities 


Travelers has appointed three new 
branch office managers—Roy L. Lang 
worthy at Jacksonville, Leo M. De- 
Haven at St. Paul, and John R. Pricc 
at Denver. 

Mr. Langworthy joined Travelers at 
Milwaukee in 1937, was appointed as- 
sistant office manager in 1939, and 
was transferred to the home office in 
1941. He was promoted ‘to assistant 
office manager at Chicago in 1946 and 
office manager at St. Paul in 1953. 

Formerly assistant office manager 
at St. Paul, Mr. DeHaven joined the 
company at Minneapolis in 1949. He 
served as assistant field underwriter 
and administrative assistant there. 

Mr. Price entered insurance with 
Travelers at Oklahoma City in 1951 
Appointed a special assistant there in 
1953, he was transfered to Washing- 
ton, D. C. as administrative assistant 
in 1955, and appointed an assistant 
office manager there last year. 


Ault Elected To Head 
Dayton-Miami Valley CPCUs 


Charles S. Ault, Wilmington, O., 
agent was elected president at Dayton- 
Miami Valley Society of CPCUs at 
the October meeting. Others elected 
were E. J. Zwiesler, Brower agency, 
Dayton, vice-president; Edwin J. Goss, 
American States, Dayton, treasurer 
and E. H. Graul Jr., Coleman agency, 
Dayton, secretary. 

Feature of the November meeting 
will be conferment of new CPCU des- 
ignees by Edward S. Overman, assis- 
tant dean of American Institute. The 
meeting will be Nov. 7 at Dayton. 


Lower Fire Rates In Northern Me. 


New England Fire Insurance Rating 
Assn. has reduced fire rates in northern 
Maine between 15% and 25% on in- 
dividual risks. Pro rata cancellation or 
rebate on existing policies is not per- 
mitted. 


New York Fire Insurance Rating 
Organization is considering a sugges- 
tion by Greater New York Insurance 
Brokers Assn. that fire form 125 be re- 
viewed to clarify some terms allegedly 
ambiguous. The brokers say that con- 
fusing language in the form has lead 
many brokers to request “Cooper 
forms” or to devise their own. Form 
125, entitled “Stock, Fixtures & Ma- 
chinery—Mercantile & Manufactur- 
ing,” is the only NYFIRO form avail- 
able for manufacturing premises to 
cover contents. 
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WUA Reelects All Officers, Hears PR Progress 


(CONTINUED FROM PAGE 5) 


ficers a prominent Indianapolis agent 
wrote: 

“We wish to especially commend you 
for the survey made of the methods 
of solicitation and advertising by 
agents. This survey should provoke 
much soul-searching on the part of 
both agents and companies. It did not 
tell us much that we did not already 
know, but it provided conclusive evi- 
dence of a situation which many have 
chosen to ignore.” 

The 9-point program for the better- 
ment of public relations in the midwest 
was adopted in 1949. A summary of the 
progress made under it in the past 12 
months, was given in the report. 


For points 1 and 2, expansion of the 
speaking program and emphasis in 
talks to the public on the quality of 
capital stock fire insurance, a total of 
687 talks were given _before civic 
groups composing an audience of near- 
ly 71,000 people by 366 field men. This 
includes only discussions explaining 
insurance and its services and not fire 
prevention subjects. In Ohio, 265 
speeches were given, and in Oklahoma 
there were 168. Ohio has consistently 
headed the list in the public speaking 
endeavor, but Oklahoma is a newcom- 
Film showings totalled 870 before 
86,000 people. Of these, the three WUA 
films were shown 287 times. These are 
the only institutional films currently 
in the business, the committee noted. 

In the field of encouragement of 
agency education, growth has been 
phenomenal. For the year ending June 
30,714 field men taught in 491 schools 
composed of 15,090 agents. 

Again, Ohio led in number followed 
by Illinois, Minnesota, Michigan and 
Iowa. The “caravan” plan continues 
popular and was used in Missouri, the 
originator, Iowa, Minnesota, North Da- 
kota, South Dakota, and Tennessee, 
Oklahoma attracted the greatest num- 
ber of agents, 1,325 being enrolled. 


The committee said it encourages 
these educational efforts on the part 
of the field associations. ““We can think 
of no better way to promote good pub- 
lic relations than by having a well- 
informed agency force. Certainly it is 
our best competitive weapon.” 

Establishment of contacts with col- 
leges, point 4, was set up to promote 
organization stock fire insurance in 
the colleges, particularly with respect 
to those offering insurance courses. 

One of the first steps was to inaugu- 
rate an annual visit to the business in 
Chicago by college insurance instruc- 
tors, Since 1950, WUA has had as its 
guests for a week in August each year 
a small group of these professional 
men who were given a thorough indoc- 
trination in the practical operations of 
capital stock insurance companies and 
their organizations. 

The dividends from this investment 
have been even greater than antici- 
pated, the report said. Not only do most 
of these instructors now use the WUA 
office as a source of information, but 
frequently send graduates there for 
placement. 


The WUA office also gives a two-day 
version of the same program to college 
undergraduates studying insurance. In 
the spring, 12 insurance majors from 
the University of Ilinois participated. 
A week later, 26 insurance students 
from Illinois Wesleyan were guests. 

A year ago, Assn. of Casualty & 


Surety Companies established a public 
relations department in Chicago, and 
WUA has had excellent cooperation 
from its manager, the report said, com- 
menting on point 5, cooperation with 
casualty companies in PR activities. 
WUA has collaborated with Assn. of 
Casualty & Surety Companies in ar- 
ranging a series of panels on television 
in Milwaukee in conjunction with the 
local board. Slides illustrating the var- 
ious hazards in the home were pro- 
vided, and the panel of agents then 
described the appropriate kind of in- 
surance needed to protect against 


them. The telecasts were recorded for 
use elsewhere. 

Point 6, the listening post, deals with 
unfavorable publicity—preventing 
it where possible and answering it 
where published. No flagrant cases of 
misrepresentation in the press have 
been brought to attention in recent 
months, the committee said. Several 
individual newspapers, after torrential 
rains in their communities, expressed 
surprise that buildings were not in- 
sured against flood. Others, under like 
circumstances, attempted to interpret 
the water damage exclusions under 
broad form dwelling covers. Generally 
speaking, the subject was not unfairly 
treated. 

Relations with other trade organiza- 


Says Biggest A&S Gain Has Been Public Relations 


(CONTINUED FROM PAGE 3) 


HIA will serve the business well if it 
does nothing more than crystallize the 
concept of laudable ethical conduct in 
the business and makes sure that 
members conform. Mr. Smith quoted 
from the code of ethical standards 
adopted at the annual meeting last 
spring. 

If the association can make the eth- 
ical practices popular, the unethical 
will become unpopular, he said. He 
read a clipping from an Oklahoma 
newspaper.which reported that insur- 
ers were probing an old age racket. 
He emphasized; that it was the com- 
panies which were doing the probing, 
not the legislature or the insurance 
commissioner. 

However, the matter of ethics is 
only a portion of the total good which 
the association produces. HIA pro- 
vides a valuable medium for airing 
company yiews,;6n important prob- 
lems, for learning where the organi- 
zation stands, for locating strong or 
weak points, and for compromising 
and joining forces to meet a common 
threat or pursue a common goal. Al- 
though a company sometime may take 
a stand in opposition to the majority 
position of the association, it will pay 
everyone in the long run to stay in 
HIA and carry on its work. 


Mr. Smith called upon the delegates 
to milk the program dry in order to 
leave better equipped to handle health 
insurance. He exhorted them to sit 
through the sessions and to avoid the 
tendency toward dereliction. 

He praised the program committee 
for meeting the challenge of preparing 
the meeting. The speakers, he added, 
face the challenge of making the ses- 
sions as useful and effective as possi- 
ble. 

Robert R. Neal, general manager of 
HIA, said in his report that a national 
health program would be accom- 
plished by indirection if the bill intro- 
duced by Rep. Forand of Rhode Is- 
land becomes law. The measure would 
generally broaden OASI benefits, pro- 
vide hospitalization, nursing home 
care, surgical care, including dental 
surgery, to all recipients of social se- 
curity benefits. It would allow the 
Secretary of Health, Education and 
Welfare to contract with non-profit 
organizations to provide this care. 

At first glance, the bill appears a 
boon to OASI recipients and a way to 
guarantee costs for hospitals. How- 
ever, a careful examination shows it 
would produce greater problems in the 
future by establishing controls over 
doctors and hospitals and removing 
freedom of choice from recipients. 
This type of legislation leads away 
from the enterprise system and to- 
ward the welfare state. This fact must 


be brought to public attention while 
HIA works with the medical profes- 
sion and hospitals to provide a solu- 
tion to the problem through non- 
government means. 

In Washington, the A&S industry is 
asked most frequently about what it is 
doing to provide prepaid medical care 
for people over age 65, Mr. Neal re- 
ported. Much experimentation is be- 
ing done and much has been accom- 
plished in this area. The business has 
accepted the responsibility for greater 
emphasis and accelerated progress in 
the individual insurance field and the 
need to fill this area of responsibility 
as rapidly as possible. More and more 
companies are offering coverage to 
persons beyond age 60 and older. 


In addition to about 300 proposed 
amendments affecting social security, 
Congress also is looking into a health 
program for government employes, 
overseas medical care for government 
employes, registration of union welfare 
and pension plans, increase in govern- 
ment benefits to railroad employes, in- 
vestigation of credit insurance practices 
and a proposal to allow smaller com- 
panies to pool their talent and facili- 
ties to write experimental coverages 
in new areas. 

These problems will be of para- 
mount importance when Congress re- 
convenes in January. The individual 
insurance forum should bear them in 
mind and take even more constructive 
steps toward their solution, he said. 

John P. Hanna, general counsel of 
HIA, briefly reviewed changes in 
state laws concerning A&S during the 
past year. Although legislative chang- 
es add to companies’ problems, they 
are not all bad because they lead the 
way to better service to the public by 
the industry. 


Most of the states considered bills 
or enacted laws in some areas affect- 
ing A&S. Twelve considered bills to 
prohibit companies from cancelling 
A&S policies or refusing to renew 
A&S policies. Some legislation can 
be expected in this area next year. 
Some changes were made in non-oc- 
cupational disability laws, Bills affect- 
ing installment sales were studied in 
several states, including New York, 
which adopted a detailed law. 

Changes were made in fair trade 
practices acts and uniform policy pro- 
visions laws. Forty-one states now 
have these laws. Three states passcd 
comprehensive agents’ licensing laws 
and several others made changes in 
the existing acts. New insurance code; 
were adopted in two states and others 
will be considering them next year. 


1$ 


tions, the seventh point in the program, 
offers excellent opportunities for tell- 
ing the story of organization stock fire 
insurance, the report stated. A mem- 
ber of the staff is active in the Trade 
Assn. Executives Forum of Chicago, 
and has established relations with a 
number of trade organizations through 
this medium. 

In the field, Ohio has been excep- 
tionally active in providing speakers 
for other trade associations. Members 
oc the iowa, Kentucky, Michigan and 
Oklahoma field associations have also 
spoken before various trade groups. 

The three exhibits (point 8) which 
are available were used at home shows 
and state fairs during the past 12 
months by field men in Illinois, Iowa, 
Kansas and Minnesota. Also, Cook 
County Fire Underwriters Assn. con- 
ducted a display as usual at the 
Modern Living Exposition in Chicago. 
Agents utilized the exhibits at Gary~ 
and Plymouth, Indiana, Pryor, Okla- 
homa, and Viroqua, Wisconsin. 

. 

It is becoming increasingly evident 
that displays at home shows, state 
fairs, and trade conventions should be 
conducted by the producers themselves 
the committee said. Institutional ad- 
vertising has its place, but the com- 
mittee, after seven years of experi- 
mentation, said it is convinced that 
booths at expositions should at least 
offer the viewer a chance to buy. This 
is possible only when they are manned 
by agents or brokers. 

Attention is being given to the de- 
sign and construction of several dis- 
plays for use by agents or local boards 
throughout the territory. 

The last section in the program, point 
9, is to serve as a reminder that each 
employe of organization stock fire com- 
panies or of one of their bureaus, is a 
public relations missionary for the in- 
dustry. 

Upon completion of the public rela- 
tion committee’s report, the meeting 
adjourned for conference meetings of 
the respective territorial districts. 

The second day of the meeting found 
reports being presented by WUA’s 
forms, conference finance, and Rocky 
Mountain committees. R. H. Lange, 
chairman of the executive committee 
of Multi-Peril Insurance Conference, 
spoke briefly, and meetings of Western 
Actuarial Bureau, Oil Insurance Assn., 
and Underwriters Grain Assn. were 
also held. 

The final convention day was devot- 
ed to reports of the fire protection and 
engineering committee and the election 
of officers. 


Upholds Legality Of Pa. 
Muiual Casualty Insurer 


Minimum Surplus Law 


Pennsylvania’s justice department 
has upheld the legality of a law passed 
by the 1957 legislature requiring mu- 
tual casualty companies to maintain a 
surplus of not less than $250,000. Com- 
missioner Smith sought the formal rul- 
ing because of a constitutional provi- 
sion limiting legislation to one subject 
in a bill. He pointed out the surplus 
measure contained other legislation re- 
ferring to all mutual insurers other 
than life. 

Attorney General McBride held 
that the new law is valid but can have 
no effect on mutuals other than mutual 
casualty insurers. 


How to avoid pitfalls in the use of 
compulsory auto forms and procedures 
was discussed by Carmine Orsini, New 
York City head of the state motor 
vehicle bureau, at an _ educational 
forum sponsored by Greater New York 
Insurance EB okers Assn. 
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Mutuals Eye Fire Deductible, Capacity Package 
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must now be supported by statistical 
data and rating formula to secure state 
approval, and rate increases must 
wait for the supervisory machinery to 
function before they can be made ef- 
fective. 

The clamor for multiple line pro- 
tection continues to rise, fed by new 
contracts which provide a package 


of cover against many perils at an 
indivisible premium. Pools are insur- 
ing atomic installations on policies still 
being drafted to provide protection 
against perils still not fully understood. 

But, he said, the situation creates 
opportunity. 

Perhaps the most pressing problem 
facing all insurers is that of securing 


adequate rates. Mutuals, with their 
dividends, can, when experience is ad- 
verse, adjust the rate of their returns 
to reflect the actual situation—and 
they should, Mr. Kelly said. 

“The events of the last year, in 
which other insurers rage in frustra- 
tion while mutual companies quietly 
adjust dividends to the current situa- 
tion, proves that the mutual plan of 
charging more initially than the an- 
ticipated final cost is one of the great 
advantages of mutual companies.” 


PRODUCERS who look ahead can plan ahead with 
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Why, he asked, should there be in- 
herent in this situation the assumption 
that the cost of mutual coverage wil] 
be less than the cost of insurance in 
other companies? Is there any magic 
in the mutual title? Because the mutual 
selects its policyholders carefully, it 
gives them every possible assistance 
in loss prevention and then holds down 
the expense of operation without im- 
pairing the quality of service. Compa- 
ny management serves one _ interest 
only, that of policyholders. It does not 
feel that its success is measured by 
growth alone, but on the kind of peo- 
ple it brings into the company as pol- 
icyholders, and the job it does for 
them in reducing their cost. 


Mr. Kelly said it is a constant prob- 
lem to find the modern techniques of 
Management which will preserve in 
the large mutuals the same close re- 
lationship between policyholder and 
company characteristic of the mutual 
50 years ago. This is being done 
through house organs, advisory com- 
mittees, classes in loss prevention, let- 
ters to policyholders and in scores of 
other ingenious ways. Once the pol- 
icyholder understands that it is his 
and other insureds’ losses which de- 
termine his cost and that he holds 
his place as a mutual member by his 
willingness to take care, as well as by 
reason of premiums, the long step has 
been taken to solve two problems— 
to reduce losses and to secure an ac- 
ceptance based on understanding of 
changes in cost, up or down. 

Despite efforts in loss prevention, 
many mutuals have been appalled at 
their experience in the past two years, 
he said. The lag in securing insurance 
to value during a period of rising 
costs, plus an unusual incidence of 
large losses, has reversed the trend 
of years. Factory Mutual statistics 
confirm stock company figures. After 
years of experience, followed natural- 
ly by reductions in rate, Factory Mu- 
tuals now are on the wrong side of 
the loss cycle, he said. 

Inflation, an increased use of flam- 
mable liquids, reduction in fire de- 
partment personnel, inadequacy of wa- 
ter supplies as population and in- 
dustry have expanded, and pressure 
for production, all have contributed to 
the situation. 

There is no reason to believe that 
experience will improve sharply, he 
said, though it is certain the cycle will 
turn again, in time. In loss prevention, 
insurers are on a tidal estuary—when 
the tide is running their way they 
make rapid progress, when it turns 
against them they slip backward des- 
pite their best efforts. But, he warned, 
they must keep paddling. After all, if 
one quality distinguishes mutuals, it 
is their desire to insure people who 
are interested in avoiding loss and 
their willingness to give those people 
every technical assistance they can. 
Buyers recognize the need for in- 
creased loss prevention, and the in- 
surance section of American Manage- 
ment Assn. expects to hold a seminar 
on the subject next spring, he said. 

Turning to package policies, Mr. 
Kelly observed that when a competi- 
tor offers a fancy multiple peril policy 
which includes new groupings of old 
coverages or protection against un- 
usual hazards, should the mutual fol- 
low at once or hang back to see how 
successful the competitor is? Here he 
suggested the mutual ask its policy- 
holders. Factory Mutuals have fol- 
lowed this forthright approach many 
times. Insured will indicate what they 
want, and will appreciate being asked. 

Comprehensive, all risk and floater 
policies hold the spotlight, but Mr. 
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Kelly warned mutuals not to sell the 
traditional forms too short. Many of 
the losses presently covered in pack- 
age policies have been absorbed by the 
public in the past. Why is protection 
needed now? The trend toward all 
risk is unmistakable, but the speed 
with which contracts are converted 
from the old basis may be slower than 
first estimates. 

Policyholders, he said, have every 
right to expect mutual management to 
use every modern device to reduce 
company expenses, such as, for the 
larger companies, electronic equip- 
ment. In Factory Mutuals almost half 
the total expenses goes for loss pre- 
yention work, the most important sin- 
gle item except loss payments in total 
expenditures. To find the right balance 
between expense and service always 
is difficult, but it is the responsibility 
of management to achieve it. 

The possibility of a $50 to $500 de- 
ductible clause on fire as well as 
wind and casualty insurance was sug- 
gested by Mr. Stanton. This would en- 
able insured to buy protection against 
the major hazards at a much lower 
cost, he declared. 

In the past two years member com- 
panies of the association have been 
disturbed about the package policy 
movement, he said. The policy with 
its fringe benefits covers homes 
against any type of loss that can pos- 
sibly occur. The average policyholder 
has been sold on being protected, no 
matter what happens and regardless 
of cost. Perhaps the general public 
has become more insurance conscious 
than ever before. 

But these fringe benefits, which only 
occasionally benefit the policyholder, 
are bound to be costly. The majority 
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of mutual insured, however, need pro- 
tection against major hazards, he said. 
Consequently, Mr. Stanton feels sure 
that sometime in the near future the 
policyholder should be given the op- 
portunity to obtain protection against 
the major hazards at a much lower 
cost. 

Representatives of several lending 
agencies have indicated to Mr. Stanton 
that they are interested primarily in 
large claims and would be willing to 
accept a $100 to $500 deductible on 
fire, if there were a suitable reduction 
in cost. 

If mutuals are to continue to render 
service to their policyholders in the 
years ahead, they need to understand 
scientific methods, office procedure, 
standardized forms, inspection service 
and possibly the deductible, he said. 
Certainly the companies need to keep 
their costs to a minimum and still pay 
salaries commensurate with the abil- 
ity and experience of their offices. 

More important is the need to de- 
vise better safety and fire prevention 
activities. Since the major expendi- 
ture of all mutuals naturally consists 
of losses, effective fire and accident 
prevention will enable them to meet 
competition without trouble. 

Mr. Stanton noted that these are 
troubled times in the business, with 
fire companies writing casualty and 
vice versa. Farm companies are be- 
coming interested in city business. 
City companies are becoming inter- 
ested in farm business. New packages 
and unfavorable loss experience are 
producing new and complex problems 
for the companies. 

The executive committee of the as- 
sociation, he reported, has recom- 
mended that special committees or 
subcommittees be appointed by the in- 
coming board to analyze the policies 
and work of the association, to revise 
and bring up to date its bylaws, to 
learn from member companies the 
services they expect from the associa- 
tion and, if necessary, revise dues to 
provide them, and to work with other 
organizations to correlate and simplify 
fire prevention and safety research 
and to consider state and federal in- 
surance legislation. 

Aspects of fire prevention were dis- 

cussed at a general session by Charles 
|S. Morgan, assistant general manager 
| of National Fire Protection Assn. One 
area where more needs to be done is 
in aviation fires. In 1956, in the U. S. 
and Canada, 87 aircraft fire accidents 
each involved damage of $250,000 or 
,more for $123 million in loss and 336 
| in lives. That is not the total for 1956. 
| NFPA believes a full time engineer 
to work in this field is a necessity, and 
has asked aircraft manufacturers, en- 
gine makers, airlines, pilot groups, 
aviation insurers, airport operators and 
others for a financial pledge. Though 
the budget indicated is only $30,000 
annually, contributions so far have 
been woefully small, he said. 

Other areas in which NFPA believes 
much could be accomplished if a com- 
petent person were able to devote his 
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There ARE FEW protection 
needs of homeowners and tenants 
that can’t be met through use of 
the residence package policies. 
The quick acceptance of the “all- 
in-one” policy has, in fact, opened 
up the whole field of the residence 
and personal lines to agents who 
do the systematic promotion and 
contact work that is required to 
inform and sell these groups. 
With the Homeowners and 
Comprehensive Dwelling Policies, 
Grain Dealers’ agents have the 
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for Homeowners and Tenants 





package contracts that give these 
buyers the broader, economical 
protection they want. They can 
offer the added advantage of the 
two-way savings that our package 
policies provide: Savings through 
low initial cost, and savings 
through policyholder dividends. It 
adds up to a “package” that’s hard 
to top! 

Why not talk to our special agents 
now about ways that Grain Dealers’ 
multiple-line facilities can be used 
to round out your agency services. 
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full time to each of them are building 
construction, construction materials, 
building equipment, and exit design. 
NFPA also wants some day to estab- 
lish a farm fire protection project 
with a full time engineer. New and ser- 
ious fire hazards have been intro- 
duced by various types of farm mach- 
inery and_ agricuitural processing 
equipment, and there is work to be 
done with manufacturers of such 
equipment. There is great need for 
developing popular literature for dis- 
tribution in the farm areas. Only with 
the support of the farm fire insurers 
can NFPA expect to interest other 
prospective donors to this project, Mr. 
Morgan said. 

Multiple line underwriting was dis- 
cussed in one full session by W. H. 


FteNATIONAL UNDERWRITER 


Rodda, secretary of TIRB; T. L. Os- 
born Jr., executive vice-president of 
American Manufacturers Mutual; Don 
Hawkins, assistant manager of Mutual 
Loss Research Bureau, and G. E. Beall, 
vice-president of Indiana Lumbermens 
Mutual. 

Mr. Osborn commented that his 
company has integrated underwriting 
of dwelling package policies in six 
territories and has done it in a way 
to give underwriters time enough to 
make decisions. 

Why put the underwriting together? 
Because, he said, it is necessary to 
have someone who understands all the 
exposures—fire, wind, transportation 
and liability. 

In doing this, he said, one interesting 
discovery was made—liability under- 
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writers have not been doing much 
underwriting of comprehensive per- 
sonal liability. The experience so far 
also indicates that to underwrite this 
exposure requires only common sense. 
The important thing is to find out 
what the exposures are. When the 
company wrote CPL alone, it could 
not afford to inspect. But with home- 
owners it can, and both fire and li- 
ability exposures can be checked at 
tae same time. 

The problem basically is the same 
as underwriting the two exposures of 
fire and extended coverage, and com- 
panies have been doing that for years, 
he said. The company doesn’t use 
homeowners’ specialists but has some 
fine fire underwriters and does have 
inland marine specialists. 

Mr. Beall said his company is doing 
much the same thing as Mr. Osborn’s 
company. 


Mr. Rodda observed that the com- 
mercial and industrial packages do not 
presently include third party liability. 

Mr. Osborn said that the dwelling 
package is here to stay. One early 
question was which part of the cover 
would produce most of the loss. It is 
quite important, therefore, to identify 
losses by cause. He said his company 
already has learned some quite in- 
teresting things from these statistics. 

Is there any chance of a deductible 
on homeowners or an extra dividend 
for no losses for, say, three years? Mr. 
Osborn said he knows of no serious 
consideration being given a deducti- 
ble. Local agents oppose it because 
they like to pay small losses to their 
insured. 

He said he would like a property de- 
ductible but is strongly opposed to 
one for liability claims because in- 
sured might not report what he thinks 
is a $20 claim but which may turn 
out to be a $20,000 claim. 

He also opposes a no-claim credit. 
Its use on other coverages has not 
been popular. There is a strong trend 
toward the property deductible, how- 
ever. 


Mr. Beall favors a deductible across 
the board on property. The expense 
of adjusting by independent adjusters, 
he said, is getting out of control. Of- 
ten the adjustment expense is more 
than the loss. 

How effective is a deductible? Mr. 
Hawkins said that because wind losses 
usually come in large numbers, the 
circumstances are not propitious for 
the deductible being effective. People 
are not conditioned to a fire deductible 
but it would produce better results 
here than it does on wind. 

Mr. Kelly commented that one- 
tenth of Factory Mutual business is 
on deductibles, many as large as 
$100.000. His organization has no 
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trouble getting honest adjustments, 

Mr. Kelly wondered how much at- 
tention mutuals are giving the com- 
mercial and industrial packages. He 
said Factory Mutuals have just lost a 
large line to London on a form which 
consisted of full all risk property coy- 
er including boiler and machinery 
workmen’s compensation and compre- 
hensive general liability. 

Mr. Osborn said that on the commer. 
cial property form his underwriters 
have learned that the open stock bur- 
glary risk often is better in older parts 
of town than in the newer outlying 
developments. For one thing, insured 
has had to supply better protection to 
get coverage. Also, he doesn’t carry 
merchandise as _ attractive to bur- 
glars. However, the fire hazard may be 
a good deal worse. 

In general, water damage is the big 
hazard in these packages, he observed, 
It is essential to check this exposure, 
The new packages are giving much 
more water damage coverages than 
the old, separate water damage policy, 
This exposure will become even more 


important as agents begin to sell 
these packages. 
a 
D. A. Tripp, manager of Mutual 


Reinsurance Bureau, discussed future 
plans of the city fire conference at 
this session. 

The mezzanine of the Jung hotel 
was covered with displays of adver- 
tising and printed literature of the 
companies that had won prizes in the 
competition sponsored by American 
Mutual Insurance Alliance. 

Recording & Statistical had a dis- 
play on this floor, in charge of Wayne 
Feldman of Danville, Ill. 

A. E. Strudwick Co. of Minneapolis 
gave a cocktail party which proved 
quite popular. 


Appoint Maitha, Loftus 
To New Pearl Service 
Office At Philadelphia 


Pearl has opened a new group ser- 
vice office in Philadelphia at 3 Penn 
Center Plaza. D. R. Maitha is manager 
and T. A. Loftus casualty supervisor. 

Mr. Maitha joined Pearl in 1942 and 
was subsequently appointed agency su- 
perintendent. Mr. Loftus has been with 
Pearl since 1941, 


NFPA Publishes Revision 
Of National Fire Codes 


The National Fire Codes, a compila- 
tion of 168 fire safety standards devel- 
oped by National Fire Protection 
Assn., have been published in a re- 
vised six-volume 1957 edition. They 
are priced at $6 per volume and are 
available on order from the associa- 
tion at 60 Batterymarch street, Boston 
10. In order, one through six, the vol- 
umes deal with flammable liquids and 
gases; combustible solids, dusts, chem- 
icals and explosives; building construc- 
tion and equipment; extinguishing 
equipment; electrical, and transporta- 
tion and miscellaneous. 

Incorporated in the 1957 codes are 
41 new or revised fire safety stand- 
ards adopted at the NFPA annual 
meeting last May. In keeping with the 
objectives of the association, the codes 
are offered as a suggested basis for 
safety to life and property from fire 
without causing undue inconvenience 
and expense. 


Charles S. Barry, formerly of Alex- 
ander & Alexander of New York, has 
joined O’Brien & O’Brien, there, as an 
account executive. He will develop 
both domestic and foreign business, 
and will represent Direct Service 
Corp., special risk underwriters. 
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XeNA1IONAL UNDERWRITER 


Must End Contest of Bureau, Non-Burear: Fii2rs 


(CONTINUED FROM PAGE 1) 


sibilities of the Insurance Commission- 
er.’ On the same program, Kenneth 
O. Force, executive editor of THE Na- 
TIONAL UNDERWRITER, reviewed “The 
Responsibilities of Company Manage- 
ment.” The discussion of management 
will appear on the editorial page of 
THe NATIONAL UNDERWRITER, begin- 
ning next week. 

oO. C. Griffith of Shelby Mutual, 
president of the casualty conference, 
presided at this session, and Paul E. 
Buehler of Beacon Mutual Indemnity, 
the conference secretary; O. E. Ring- 
quist of Liberty Mutual Fire, president 
of the fire federation, and Herbert L. 
Lubs of American Mutual Fire of South 
Carolina, chairman of the city fire 
conference, were on the dais, 


The lack of definitive standards 
against which a rate may be approved 
or disapproved is, or should be, of real 
concern not only to every commission- 
er but even more so to any executive 
trying to run a reasonable, successful 
insurance company, Mr. Vorys de- 
clared. 

Pointing out that one of the prime 
requisites of any law in its application 
or administration is certainty, Mr. 
Vorys said no casualty actuary could 
predict with certainty what any par- 
ticular commissioner will do with any 
particular rate filing made pursuant 
to the rating laws. 

In these days of extraordinary com- 
petition it is difficult to imagine a rate 
which can be truly called excessive 
where coverages are more or less uni- 
form, unless it is in the fields of 
credit insurance, he said. With respect 
to life insurance, years ago it was said 
that “competition on the one hand and 
legal reserve requirements on the oth- 
er have tended to maintain a diversity 
of rate within safe limits.” Life in- 
surance thereby escaped rate regula- 
tion. Surely, in today’s market, compe- 
tition in the fire and casualty business 
likewise maintains a ceiling on price 
which prevents a rate from becoming 
excessive. 


What about adequacy? Who knows 
whether a rate is really adequate? As 
Justice Holmes once remarked when 
referring to rate determination, it is 
unavoidably “an intuition of experi- 
ence which outruns analysis and sums 
up many unnamed and tangled im- 
pressions.” 

Adequacy for one company will not 
necessarily constitute adequacy for an- 
other, Mr. Varys said. It varies with a 
company’s loss ratios, expense factor, 


the nature o/ its agency force, its un- 
derwriting ability and the conserva- 
tism of its management. The purpose 
of requiring adequacy is solvency. 

“I question whether the finding of 
adequacy in a rate accomplishes such 
high purpose when there is no guaran- 
tee of the adequacy of the underwrit- 
er,” he averred. 

There is a growing concern in the 
industry over the rating laws, he ob- 
served. He said he had asked many 
in company and agency ranks what 
the rating laws are supposed to do, 
why they were put on the books, what 
real and underlying public purpose 
they serve. 

The answers have not been helpful. 
He found no one who could, or per- 
haps would, tell him what these laws 
accomplish as a practical matter. 

Could it be, he asked, that aft- 
SEUA the threat of the Sherman and 
Clayton acts to the necessary combin- 
ation in the business of insurance to 
pool experience and develop rates 
based on that experience, called for a 
rating law which specifically permit- 
ted such combination? Was all this 
business about excesses and inadequa- 
cies merely window dressing? 


If the real purpose of these laws 
was simply to permit combination, 
then it is possible that commissioners 
are unduly burdening the industry and 
department staffs by making such 
to-do of statistical tables, actuarial 
data and expense exhibits. If that was 
the real purpose, the rating laws ac- 
complished it by simply going on the 
books. If not, what was their real pur- 
pose? 

Regardless of their real purpose, the 
rating laws are here. The problem is 
to make them workable; to develop 
criteria against which both the com- 
panies and the commissioners can 
measure a filing; to give the law some 
certainty, not just from the commis- 
sioner’s point of view, but from that 
of the companies. In Ohio, he said, 
the department has started looking in- 
to these matters. 

He said he was aware that the all 
industry committee, in devising the 
model rating laws, made them pur- 
posely indefinite, it being “preferable 
to establish principles of regulation 
within which the administrative au- 
thority can exercise a broad discretion- 
ary power, rather than to set forth 
details which, under changed condi- 
tions, might stand in the way of de- 
sirable developments in rate-making.” 

However, he said, this broad dis- 
cretionary power, has, under changed 
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conditions, under multiple line under- 
writing, not served this purpose. If 
the rating laws are founded upon a 
basic public policy, they must be made 
adaptable to the broader forms of 
multiple line. Mr. Vorys has heard no 
one assert that they are. 

There are a couple of other areas 
which some commissioner is going to 
have to be responsible for sooner or 
later, he said. One is the bureaus. Are 
there too many of them performing 
separate functions that could be per- 
formed by fewer? Do their members 
and subscribers support a multiplicity 
of operations which could be more 
properly performed at less expense 
with less complexity by combining 


FieNATIONAL UNDERWRITER 


bureau activities? He said he thinks 
he knows the answer. The commis- 
sioners and the industry ought to be 
more vocal with respect to it. 

Another responsibility which the 
commissioners are going to begin as- 
suming relates to the ever-increasing 
contest between the bureau compa- 
nies, the deviator and the independ- 
ent filer. Again, the rating laws are 
woefully lacking in setting any stand- 
ards by which a filing may be said 
to be a deviation or independent. The 
result has been that certain jurisdic- 
tions have categorically denounced 
deviations and independent filings, 
others have made deviation and in- 
dependence easy. The company actu- 
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With experience necessary to set up and maintain all accounting rec- 
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X-41, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 


4, Illinois. 


UNDERWRITERS 


Needed for a growing multiple line 
regional office in Cleveland. Fire 
or casualty with minimum of 2 years 
experience; inland with heavy expe- 
rience. Old line progressive stock 
company. Write Box X-44, c/o The 
National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Illinois. 
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underwriting and engineering staff has need 
of additional multiple line company. Business 
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tomobile. Address Box X-16, c/o The National 
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cago 4, Illinois. 
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——— Co., 175 W. Jackson Bivd., Chicago 
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Good sized agency in small town needs expe- 
rienced girl to handle stenographic work, poli- 
cies, endorsements, filing. No accounting. Ideal 
position for mature person in small friendly 
community. Stop fighting the battle of the big 
city and come back to paradise. Slack, Nelson 
& Kassel, Inc. Viroqua, Wisconsin. 








TO FIRE AND CASUALTY COMPANIES 


Controller and Statistician desire career oppor- 
tunities as a team and offer 30 years home 
office executive and practical experience in: 
Accounting, Investments, Reinsurance, IBM, 
Taxes, Systems and Management Counsel. Write 
Box X-43, c/o The National Underwriter Co., 175 
W. Jackson Bivd., Chicago 4, Ill. 
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Thoroughly experienced field with 9 
ment experience. Well diversified background 
with direct writer, agency and extensive field 
position acquired over 12 years in the business. 
Will locate in any area where potential is pres- 
ent. Age 32. Write Box X-42, c/o The National 
eg Co., 175 W. Jackson Bivd., Chicago 
, Hlinois. 
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Experienced Life Brokerage Man with fast el 
ing life Company operating nationally. West 
Coast area. Salary plus commission on sales. 
Excellent future. Write full particulars including 
age, experience, etc. Address Box X-45, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 





ary facing this dilemma has nothing 
more to go on than an examination of 
the particular jurisdiction’s history of 
acceptance or rejection of filings to 
determine whether he must use the 
deviation approach, file independently, 
or stay with the bureau. 

In this contest, the commissioner 
must find some middle ground, he de- 
clared. If all filings had to be made 
by the bureaus, the companies which 
wanted to try other coverages or low- 
er expense factors would be ham- 
strung. Competition could be endan- 
gered, Federal intervention could fol- 
low. 

On the other hand, if all companies 
filed independently a virtual ava- 
lanche of filings would make it impos- 
sible for the staffs of any of the de- 
partments as now constituted to han- 
dle the load. This would result in 


; chaos and confusion in the public mind 


as to what insurance had been pur- 
chased or was available for purchase. 

Therefore, a balance must be struck 
between independence of action and 
action in concert. The commissioners 
will have to assume the responsibility 
for striking that balance. At the same 
time, identifiable standards should be 
established by which the character of 
a filing can be determined. 


Every commissioner has the respon- 
sibility of working closely with the 
commissioners of the other states to 
achieve some standardization of ad- 
ministrative practice, Mr. Vorys be- 
lieves. Each should, and most do, de- 
vote a good deal of effort to the work 
of National Assn. of Insurance Com- 
missioners in formulating policies and 
practices which relieve confusion in 
the industry; which regulate it on a 
practical, predictable basis, and serve 
as guideposts within which the indus- 
try can operate logically. 

The commissioners should tell those 
in it how not to run their business. 
They should not try to say or be 
forced to say how to run it. 

Uniformity of the application of 
state regulation is a goal to be sought 
after with great effort, he declared. 

Nationally, the commissioner has 
broad responsibility. He has the re- 
sponsibility of conducting himself so 
that the regulation of the industry is 
preserved to the states. The reasons 
exclusive state regulation should be 
preserved are numerous, but the more 
apparent ones are these: 

—Problems peculiar to each state ani 
locality can be better solved on the 
spot by one familiar with the local 
people and practices than they can by 
remote control from Washington. 

—If the commissioner of any partic- 
ular state makes an error which ad- 
versely effects the industry, the effect 
of the error is confined generally to 
that state. On the other hand, should 
an administrator in Washington com- 
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mit a similar error, the result could 
very well be a nationwide disaster for 
the whole industry. 

—Insurance is about the only com. 
merce both interstate and intrastate 
in nature which is not subjected to 
two, or perhaps even three, separate 
regulatory authorities, Public carriers, 
for example, are controlled not only by 
Interstate Commerce Commission but 
also by state public utility commis. 
sions. Some are even controlled within 
the confines of certain municipalities 
by municipal commissions. Jurisdic- 
tional problems as to which authority 
controls a given set of facts is a con- 
stant and expensive burden. In the 
regulation of insurance, so far, these 
problems have been avoided under ex. 
clusive state regulation. 

Consequently, regulation of insur- 
ance by the states is an advantage to 
the public and the industry. It is the 
responsibility of the commissioners to 
preserve this regulation by working 
together to make it effective. 

In his opening remarks, Mr. Vorys 
said he has been interested by the 
non-application of the rating laws to 
marine, aircraft, title, A&S, life and 
reinsurance. He said he can see where 
the judgment factor looms too large 
in marine insurance to permit a com- 
missioner to substitute his judgment 
for that of the underwriter. He un- 
derstands, too, the omission of aircraft 
insurance. It requires more judgment 
than actuarial science. Title insurance 
may be excepted because its premium 
is perpetual and every known risk is 
excluded. 

Reinsurance is avoided because on 
the quota share or pro rata basis the 
direct premium is usually regulated, 
or, on the excess limits basis, there 
is true freedom of contract between. 
theoretically, equally sophisticated 
parties. Life premiums are not regu- 
lated because of the reserves required. 
The reserves normally maintain ade- 
quacy, while competition prevents 
excessiveness. 

The exception for A&S, however, 
leaves him somewhat perplexed, es- 
pecially in view of the fact that fire 
and casualty is not excepted. A&S, the 
way most of it is written in this coun- 
try, requires no reserves. He knows of 
nothing which insures the adequacy 
of the A&S rate. 


Recently when he was discussing 
certain minimum group life premium 
requirements under the Ohio law, he 
was advised that such requirements 
could be and were being nullified by 
companies which simply took a loss on 
their A&S business written in con- 
junction with Ohio group life policies. 

He said that he also knows of noth- 
ing which prevents the A&S premium 
from becoming excessive in relation 
to the coverage afforded. 

Mr. Griffith commented that the 
companies must simplify their busi- 
ness and make it more understandable. 
To illustrate, for fire the agent has 
one set of endorsements, but for cas- 
ualty he has as many sets as he has 
companies. Or, airline ticket cover is 
generally exempt from countersigna- 
ture requirements—why not other 
casualty policies? 

It is not an answer to say that noth- 
ing can be done, he declared. 

How would a department interpret 
“reasonable” funeral expenses under 
medical payments coverage? Mr. Vorys 
asked. He replied that reasonableness 
should relate to the economic status 
of deceased. Ohio has a “reasonable’ 
figure for funeral expenses set out in 
its probate law, $350. However, under 
medical payments, if deceased had 
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been used to an expensive way of life, 
that might be too low a figure. 

If insured and insurer can’t reach 
an agreement, the courts are there to 
decide the matter, he commented. 

Some casualty companies, Mr. Grif- 
fith said, have adopted the claim prac- 
tice of paying, in case of death, the 
limit of the medical payments cover- 
age. 

Would the California tyne rating 
law be frightening to him, Mr. Vorys 
was asked. 

He replied that he was not ready 
yet to say that he is for or against the 
California type law. He thinks it essen- 
tial first to determine the purpose of 
the rating law. 

Perhaps the department spends too 
much time determining what can be 
determined only in and by the com- 
pany he suggested, 

Certainly better standards are need- 
ed. The divergent pressures are pull- 
ing the business apart, he declared. 
Instead of blindly surging forward and 
stumbling over each other, the com- 
ponents of the business ought to know 
what the standard is that should apply 
to the filings of deviator, independent 
and bureau. 


Introduce Bills To Permit 
Competitive Bidding On 
Mass. Compulsory Auto 


Bills to allow competitive bidding 
among companies for compulsory auto 
insurance in Massachusetts have been 
filed in both divisions of the legisla- 
tuze there for consideration next year. 

Under the measures insurance couid 
be sold to individual motorists at a 
competitive rate determined by their 
driving records. 

However, insurers writing automo- 
bile coverage in Massachusetts will 
write at the 1958 rates recently es- 
tablished by Commissioner Humph- 
reys, who approved a 9.1% increase. 

Another bill would create a state 
rating bureau to fix rates on the basis 
of accident case statistics gathered by 
the agency. This bill also would have 
the casualty companies reimburse the 
state for the entire cost of operating 
the proposed rating bureau. 

In the meantime, the insurance com- 
panies have indicated that they may 
appeal Commissioner Humphrey’s rate 
increase order to the Massachusetts 
supreme court. This, they did with 
success last year when he allowed a 
flat 50 cent increase in all passenger 
rates. By suing in the supreme court 
the companies won a 19.6% increase 
in rates. This year they asked for a 
25.5% increase. 


Moran Joins Greer At N.Y. 


Edward J. Moran has joined Greer 
Adjustment Co. of New York. He will 
handle all types of inland marine 
losses. Active in loss adjustment 27 
years, he entered the business with 
Travelers in 1929, and traveled the 
Connecticut field prior to joining 
Aetna Casualty at New York in 1935. 
He became an inland marine adjuster 
of General Adjustment Bureau in 1937, 
and countrywide supervisor of inland 
marine and auto losses of London As- 
surance the following year. He rejoined 
GAB in 1943, and in 1947 was named 
manager of its eastern department 
inland marine division. 


Nationwide Mutual Promotes Three 

Directors of three new home office 
departments have been appointed by 
Nationwide Mutual. They are E. Stan- 
ley Jones, director of electronics de- 
velopment and systems research; W. 
H. Nichols, director of planning and 
communications, and Paul H. Jacobs, 
director of procedure and services ap- 
praisal. 
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BIG PROFITS 
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multiple-line FIRE-POWER you're armed 
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The Neglected Art Of Underwriting: II 


(Based on talk before National Assn. 
of Independent Insurers at Chicago.) 

The use of average rates is said to 
rob the individual underwriter of all 
reason for individual initiative. The 
cumbersome and rigid machinery of 
state regulation produces a situation in 
which companies have to lose money 
before they can get the authority to 
collect it. Even then at times they are 
left in the position of not being al- 
lowed enough of an increase to recoup. 
They are in the dilemma of the long 
dog chasing a short tail. 

Consequently, it is said that there 
is no money in risk taking. 

But is this true? Admittedly rate 
making by averages is not a stimulant 
to the exercise of as much individual 
judgment and initiative by the under- 
writer. Yet there is apparently more 
opportunity for such initiative than 
many companies and their underwrit- 
ers take advantage of. 

For example, of the few companies 
that made money last year and in 
the first half of this year, two spec- 
ialize in surety and write a consider- 
able volume of contract business. Few 
lines involve more risk, especially in 
recent years, than contract bonds. 

Another example is excess limits 
for assigned risks, or extra hazardous, 
surplus lines business of various kinds. 
Also, companies can increase reten- 
tions. But for most insurers these 
things are too much trouble to do. 
Also, the business as a whole has not 
developed the kind of underwriting 
skill, standard and personnel which 
can take advantage of these non- 
standardized opportunities. 

Agency underwriting is another in- 
fluence exerted upon the underwriter 
and the results of his art. 

A few insurers do what is called 
agency underwriting in such a way as 
to get some good out of it. They under- 
write them all the time, not just spas- 
modically, and they enforce a good 
standard all the way. This does not 
mean they don’t take some poor busi- 
ness to get good business—they do. 
But they know how much to let the 
business be diluted. They know the 
standard and how far to diverge from 
it—and they hold a firm line there. 
The other method is to wait until 
you are in trouble throughout the com- 
pany and then clean house. It may be 
necessary to clean house, but why 
shouldn’t companies do some house- 
keeping all the time? 

Today a great many companies are 
cleaning house. But one company in- 
creases its premiums by picking up 
what another company is kicking out. 
Who is kidding whom? 

There are some real values in un- 
derwriting agencies. Agents who select 
their business put a high value on 
their relations with their companies 
(or at least their favorite companies). 
If the agent is a good one, he can 
deliver one of the essential elements 
in good underwriting, locally sensitive 
understanding of the risk and the haz- 
ards. 

The companies of which I speak 


place a high value on their agency ap- 
pointments. They give away their repu- 
tation cautiously and selectively be- 
cause they place a high value on it, and 
they expect their agents to do so. 

But in the end the company must 
do the underwriting. The company un- 
derwriter is the last man in line, and 
properly so. 

The fact that everyone can get in- 
surance tends to lower the standards 
of underwriting. So far as I can learn, 
there is no one in the U. S. who wants 
it who cannot find someone to write 
insurance for him, his organization, 
his property or his risk. If he looks 
far enough, perhaps he can get it at a 
discount. 

This puts any underwriting stand- 
ard under a constant if gradually de- 
basing process. 

If more corporations and individuals 
could not buy insurance or could do so 
only at a penalty rate, wouldn’t it be 
a lot easier today to get adequate 
rates when they are needed? 

Still another influence on under- 
writing is the fracturing of premiums 
into as many different piles as there 
are companies, and there are hundreds 
of them. Company to company, this 
varies considerably the underwriting 
standard and therefore the underwrit- 
er’s task. 

Automobile is the one line which 
offers enough units of essentially the 
same kind to apply the law of large 
numbers. Yet even in automobile the 
fracturing of premiums among a great 
many companies distracts the law of 
large numbers in several respects— 
notably in relation to expense. 

In spite of all these influences, and 
in spite of the apparent fact that un- 
derwriting skill is difficult to develop 
and hard to imitate, underwriting is 
being done. There are excellent un- 
derwriters throughout the insurance 
economy, and there are underwriters 
who have talents that have not been, 
but could be, developed. 

Fundamentally, the way to make 
money underwriting is to have an un- 
derwriter who knows how to deter- 
mine the good risk in the bad class 
and the bad risk in the good class. 

Within the present framework of 
the business there are many oppor- 
tunities for profitable risk taking. For 
example, an underwriter was offered 
several butane gas hauling risks. The 
amount of premiums involved was 
impressive, $600,000, but the experi- 
ence had been quite poor. The under- 
writer studied the experience care- 
fully and for some time. He finally 
concluded, on the evidence, that the 
problem for the insurer was: one of 
severity—not frequency. Consequently, 
he committed his company on the risk 
with limits of 25/50/25 to hold down 
the severity. In the first year the 
business developed a loss ratio of 25. 

It is possible to do a little some- 
thing with automobile liability. Take 
the experience of one company that 
writes automobile liability and phys- 
ical damage only, in only one city, 
neither the worst metropolitan area in 
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the country not the best. The presj- 
dent of the company watched as losses 
rose, kept on rising, went into the red, 
and continued to rise. 

He didn’t know what was causing 
the trouble, but he was determined to 
find out. He took a huge map of the 
area in which he wrote business, 
With each claim he stuck a pin in the 
city block where insured resided. 

At the end of 15 months he had 
three well defined clusters of red pins, 
He then drew a red line along the 
streets embracing these three areas, 
pulled all the policies on insured living 
in those areas and cancelled every one 
of them. Result? A loss ratio of nearly 
60 was reduced the following year to 
37. 

How did he explain it? Three dif- 
ferent racial strains were involved, 
but this was of no significance because 
in other areas the same racial strains 
were not producing high loss ratios. 
The loss causers were of middle and 
lower income levels, but so were in- 
sured who lived elsewhere and were 
good risks. The underwriting point 
was that they were of a certain char- 
acter, careless, irresponsible and claim 
minded. They were birds of a feather, 
but the feather was carelessness. 

Nothing could illustrate more clear- 
ly that the underwriter underwrites 
people. Basically underwriting is a 
sounding of the personal character of 
insured. Certainly this is true in cas- 
ualty. Yet even though in fire the 
rate is supposed to reflect the physical 
hazard of property—and does, the rate 
does not indicate the character of in- 
sured. Only the underwriter can smell 
the character of a person who is care- 
less, if not immoral; whose housekeep- 
ing is poor, who does not have that 
respect for property which prompts 
him to maintain it in safe condition, or 
that respect for the rights of others 
which impels the motorist to drive 
carefully. To do this sensing, the un- 
derwriter has to have all of the infor- 
mation he can get. 

You will note in these examples of 
underwriting that the underwriter has 
to have information, information, and 
more information.—K.O.F. 

(The third and final part of this 
editorial will appear next week.) 


PERSONALS 


S. H. Warner, vice-president of E. 
H. Crump agency 
of Memphis, is the 
new president of 
Insurors of Ten- 
nessee. He has 
been president of 
the Memphis As- 
sociation and has 
served on the 
board of the state 
association for two 
years. Mr. Warner 
joined the Crump 
agency in 1945 and 
has been vice- 
president since 1948. 








S. H. Warner 


Julius F, Haller, a partner in OBrion, 
Russell & Co. of Boston, was honored 
at a dinner celebrating his 50th anni- 
versary with the agency. Gov. Fu 
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of Massachusetts was among those who 
spoke. More than 200 persons attended. 


Alfred I. Jaffe, of the Jaffe agen- 
ey of New York, has been named 
chairm an of the general insurance 
divisio.2 in the 1957-58 campaign of 
Federation of Jewish Philanthropies. 


J. Dewey Dorsett, general manager 
of both Assn. of Casualty & Surety 


Companies’ and 
Nuclear Energy 
Liability Assn., re- 
ceived the gold 
medal award of 
General Insurance 
Brokers Assn. of 
New York at its 
annual dinner. 
Henry B. Ohlsen, 
president of the 
prokers associa- 





tion, presented the 
award. Mr. Dorsett 
was selected’ the 
1957 recipient by a special committee 
composed of previous winners of the 
award, which is annually given the 
individual judged by the committee to 
have rendered the business the most 
meritorious service. 


J. Dewey Dorseit 


L. A. Klein, secretary of Travelers 
Indemnity, has retired after more than 
40 years service, 27 in the home office. 
He joined Travelers in 1912, serving 
at New York and Hartford before 
World War I, after which he was in 
the Pacific coast underwriting depart- 
ment at San Francisco until 1928, and 
in Los Angeles. He returned to the 
home office in 1930, was appointed 
assistant secretary of Travelers in 1940, 
assistant secretary of Travelers Indem- 
nity in 1943 and company secretary 
and secretary in charge of the burglary 
and glass department in 1947. 


DEATHS 


T. L. OSBORN, 76, retired chairman 
of Osborn, Lange & Co. general agen- 
cy of Chicago, died suddenly. Mr. Os- 
born, an authority 
on Great Lakes 
marine insurance, 
joined F. H. Os- 
born & Co., formed 
two years earlier 
by an older broth- 
er, in 1900. The 
agency was incor- 
porated as Osborn, 
Lange & Co. in 
1923, and Mr. Os- 
born was president 
and treasurer from that time until he 
became chairman in 1948. He retired 
as chairman in 1955. A son, T. L. Os- 
born Jr., is vice-president and secre- 
tary of American Manufacturers Mu- 
tual. 











T. L. Osborn 


WILLIAM J. SPRINGER JR., 42, 
local agent of Texarkana, Ark., died. 


DONALD G. CLARK, 59, president 
of Boller-Clark and Donald G. Clark 
agencies of Rochester, N.Y., died of a 
heart attack while on vacation. 


GEORGE H. MOELLER, 56, vice- 
president of Badger Mutual of Milwau- 
kee, died of a heart attack in Portland, 
Ore. Mr. Moeller, who joined the com- 
pany in 1930 after experience as an 
underwriter for Twin City Fire, was 
elected secretary in 1937 at Milwaukee. 
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He moved to Portland in 1952 and be- 
came vice-president of the company 
there in 1954. 


ARTHUR G. GABRIELSEN, 67, sec- 
retary of the Fire companies of Amer- 
ica Fore group, 
died. Due to 
retire Jan. 1. He 
served 38 years 
with the group in 
the western de- 
partment at Chi- 
cago. He began his 
insurance career 
with Hartford Fire 
in 1907. Joining 
America Fore in 
1919 as an ex- 
aminer, he later 
became state agent 
in [llinois and in 1926 was placed in 
charge of the brokerage department in 
the Chicago office. He was appointed 
agency superintendent in the Cook 
County department in 1929, an assist- 
ant secretary of the fire companies of 
the group in 1938 and a secretary in 
1953. 





A. G. Gabrielsen 


MRS. RUTH BUCHANAN, wife of 
Thomas F. Buchanan, retired vice- 
president of Aetna Fire group, died 
at Hartford hospital in Hartford. 


DAVID A. BARRY, 65, who retired 
last Oct. 1 as vice-president and Pa- 
cific coast manager 
of Pearl, died of 
cancer after a long 
illness. Mr. Barry 
entered insurance 
in 1910 as assistant 
cashier of Vulcan 
Fire, was appoint- 
ed a special agent 
in 1915, and, fol- 
lowing service in 
World War I, 
joined Phoenix of 
London as special 
agent. He then 
joined the then newly-organized gen- 
eral agency of Swett & Crawford and 
set up its fire department in 1924. Sub- 
sequently, he joined Pearl upon the 
company’s admission to this country, 
becoming assistant manager on the Pa- 
cific coast. He progressed to assistant 
U. S. manager and was then appointed 
Pacific coast manager, a post he held 
until his retirement due to ill health. 
He was unusually active in association 
activities and was president of Fire 
Underwriters Assn. of the Pacific last 
year. 





David A. Barry 


WILLIAM L. MOOSE, 41, local agent 
of Greenville, Miss., died. 


HARRY R. FARJEON, 86, president 
of Farjeon, Ballin & Co. general agency 
of New York, died in New York hospi- 
tal there. Active in the business for 
some 50 years, he is credited with 
developing fine arts insurance in the 
U.S. 


HARLEY J. REYNOLDS, 60, Jack- 
son, Mich., local agent, died of a heart 
attack. He had been in insurance for 
35 years. 


PHILIP A. SMITH, 67, agent of Sand 
Springs, Okla., died of a heart attack. 


WILLIAM H. STIEGLITZ, 60, super- 
vising attorney of the New York state 
insurance fund, died of a cerebral hem- 
orrhage at his home in Flushing, 
Queens, N.Y. He had been with the 
fund more than 20 years. 


IRA T. MOORE, 79, retired board 
member of Gulf and Universal Life & 
Accident, died in Dallas after a long 
illness. 


HARRY W. BARNARD, 70, a re- 
tired vice-president of the Spectator, 
insurance trade magazine, died in For- 
est Hills, Long Island, N. Y. He was 
also a director of Unity Fire of New 
York. He joined the Spectator Co. in 
1906 and was with the Spectator con- 
tinuously until his retirement in 1952. 
During those years he became known 
throughout the business and through 
his wide contacts among executives was 
a prominent figure in the purchase and 
sale of several large insurance compa- 
nies in the 1930s. At one time a direc- 
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tor of a number of insurers, he re- 
signed all his directorships upon re- 
tirement except his membership on the 
board of Unity Fire. Mr. Barnard also 
was very active in national tennis as 
an official. He was chairman of the 
committee conducting the national am- 
ateur tennis championship at Forest 
Hills. He was a member of several 
insurance clubs, including the Drug & 
Chemical Club of New York, and was 
one of the organizers of Insurance Ad- 
vertising Conference. 
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Congratulations, Wbnois Abgents 
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from these organizations who are among the more 
progressive and dependable agencies and adjusters 
of Chicago and downstate Illinois. 
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700 Turn Out For Illinois Parley 


Reports To Members Bryant Heads Ill. 


Attest To Progress 
Of Ill. Association 


Membership Gain Puts State 
In Ninth Position; Good Year 
Also In Legislative Arena 


Reports of officers and committee 
chairmen told the story of another 
year of outstanding accomplishment 
for Illinois Assn. of Insurance Agents. 
President John A. Naghten, Chicago, 
in his administrative address at the 
business session opening the annual 
convention at Peoria, said member- 
ship is up from 1,009 to 1,167, and 
Illinois has passed Michigan and In- 
diana in size. Illinois is the first state 
to adopt the new NAIA symbol as 
part of its insignia, he added, and the 
state has raised half its quota for the 
national advertising campaign before 
the first dollar has been received 
from the Chicago Board. In the legis- 
lative area, not one single bill was 
enacted that was inimical to insur- 
ance, and a compulsory auto bill was 
not even introduced. 


Mr. Naghten said a solution seems 
to be near to the problem of state as- 
sociation relations with the Chicago 
Board. A plan is being developed to 
produce a larger membership from the 
Chicago area, which with half the 
state’s population contributes only 8 
or 9% of the membership of the as- 
sociation. 

Details of the accomplishments 
were given by the committee chair- 
men in their reports. Charles S. Bry- 
ant, vice-president and chairman of 
the local boards and membership com- 
mittee, said Illinois is now the ninth 
largest association. There are now 46 
local boards in the state, a gain of 
nine. 

A good year financially was re- 
ported by J. Oliver Orr, Springfield, 
treasurer, but he said the budget is 
tighter this year and the members 
could look into the adequacy of their 
dues payments. 


Frank R. Miley, chairman of the 
automobile committee, gave the mem- 
bers a review of agents’ suggestions 
for improving the auto policy, but 
stressed also the unfortunate under- 
writing situation of the companies, 
and mentioned the recent court deci- 
sion in Illinois which allows a plain- 
tiff’s attorney to obtain insurance in- 
formation from the defendant before 
the trial for bargaining purposes. It 
seems evident that higher rates are in 
prospect, he declared, adding: “After 
all, the solvency of our companies 
and existence of a broad market for 
companies writing automobile insur- 
ance is vital to our own individual 
existence in this business.” 

Reporting on legislative develop- 
ments, Alvin S. Keys of Springfield, 
who with E. J. Dirksen, secretary and 
manager, constitutes the day-to-day 
Working insurance lobby in Illinois, 
pointed out that there were 31 addi- 
tional legislators to cope with at the 
last session, not to mention that 33% 

(CONTINUED ON PAGE 23) 


Agents, Miley Goes 
Into Line As V-P 


Thirty-three officers and standing 
committee chairmen were elected at 
the first business session at the an- 
nual convention of Illinois Assn. of 
Insurance Agents at Peoria Monday. 
Charles A. Bryant Peoria, was ad- 
vanced from executive vice-president 
to president, succeeding John A. Nagh- 
ten, Chicago, who becomes chairman 
of the board. Frank R. Miley, Chi- 
cago, moved into the line of succes- 
sion as executive vice-president and 
H. W. Mullins, Rockford, succeeds 
Frank H. Hawk, Peoria, as state na- 
tional director. 


J. Oliver Orr, Springfield, was re- 
elected treasurer, and Joseph F. Prola, 
Svoringfield, was named secretary, an 
office previously combined as part of 
the title of the outgoing secretary and 
executive manager, E. J. Dirksen. The 
association thus keeps the top level 
services of Mr. Prola to heln fill the 
breach created by the loss of Mr. Dirk- 


sen as full-time manager and less 
publicized but nonetheless valuable 
contributions of Frank Hawk, a past 


nresident. who has been state director 
for about five vears. 

The new regional vice-presidents 
were elected and 12 reelected. By re- 
gions from 1 to 14, the vice-presidents 
are: L. R. Fisher, Chicago (new); 
Robert W. Sundlof, Aurora; R. W. 
Flock, Sterling; Robert Shade. Decatur: 
Jack Gift, Peoria; Rogers W. Troxell, 
Svringfield: Robert F. Salvage, East 
St. Louis; E. M. Rolwing, Cairo; James 
S. Woodworth Jr., Robinson (new); 
Dee L. Rodd. Marion: Harrv C. Parrish, 
Paris: Richard M. Winters. Quincy; 
Fred O. Waller, Galva, and Thomas 
K. Sprague, Joliet. 

The standing committees and their 
chairmen are: Advisory, Joseph F. 
Prola, Springfield; accident and fire 
orevention. Walter M. Teichen Sr., 
Villa Park: automobile, Donald W. Per- 
in. Chicago; budget and finance, J. 
Oliver Orr, Springfield; casualty, fi- 
delity and surety, L. W. Zonsius Jr., 
Chicago; conference, Emil L. Lederer. 
Chicago; education and agency man- 
agement, Wendell J. Cleaver, Peoria; 
farm insurance, Benjamin A. Jones, 
Decatur; grievance, Dudley F. Giber- 
can, Alton: legislative. Alvin S. Keyes. 
Springfield; local boards and member- 
ship, Frank R. Miley, Chicago; prop- 
erty insurance, Howard S. Hendricks, 
Bloomington, and _ public relations, 
Harold L. Todd, Rockford. 


Left to right are: 
Edward J. Dirksen, 
secretary and ex- 
ecutive manager of 
Illinois Assn. of 
Insurance Agents; 
Howard Hendricks 
of Bloomington, 
chairman of the 
property commit- 
tee, and Dudley F. 
Giberson of Alton, 
chairman of _ the 
association’s griev- 
ance committee, 


Hanson Offers Tax 
Pointers At Illinois 


Local Board Parley 


Practical advice on how local boards 
should handle their tax problems was 
offered by George S. Hanson, general 
counsel and executive secretary of 
NAIA, at the local board werkshop 
of the Illinois association on Sunday 
afternoon. The session was attended 
by about 75, mostly representatives 
of local boards who have come to re- 
gard this pre-convention gathering as 
one of the most valuable parts of the 
annual convention of the state body. 

Charles A. Bryant, Peoria, execu- 
tive vice-president and chairman of 
the local boards committee, presided, 
and recalled that the idea of a local 
board workshop was conceived by H. 
W. Mullins, Rockford, during his term 
as president, as a means of inter- 
‘hanging suggestions and information. 


It has had a_ greater participation 
each vear. 

Mr. Hanson cautioned in his talk 
that the belief that a local board is 


non-profit is not enough to exempt it 
from income tax laws if the Internal 
Revenue Service fails to hold the same 
view. Local boards are classed as 
“business leagues” and are not tax- 
able, he said, if they are operated 
not for profit; none of the net earn- 
ings inure to the benefit of any 
shareholder or individual member; 
and the board performs no particular 
services for any particular member. 
The areas in which the greatest dis- 
cretion must be exercised, he said, 
are in handling public business and 
in advertising. 

So far, the rulings are all favorable 
in connection with public business, 
Mr. Hanson reported. Nevertheless, 
this whole subject must be treated 
carefully. 

Advertising as a cause for losing 
tax exempt status came to the fore 
in the Harlingen, Tex., local board 
case, when the board was denied the 
right of tax exemption on the even- 
tual issue of listing the names of 
board members in advertising, it being 
held that this constituted performing 
particular services for individual mem- 
bers. The outcome of the case was 
that the board was recognized as non- 
profit on the condition that its future 
advertising would not show members’ 
names. 

This agreement was limited to the 
Harlingen board, Mr. Hanson ex- 
plained, and does not affect any other 
board. The case does, however, put 


(CONTINUED ON PAGE 28) 
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Big Sendoff Given 
Dirksen After 4! 
Years Of Progress 


Maryland Casualty Award 
Goes To Peoria; Pither 
Discusses Catastrophe Risks 


By JOHN C. BURRIDGE 


PEORIA—Illinois Assn. of Insurance 
Agents, running now on the main line ~ 
as one of the crack affiliates of NAIA, 
held its annual convention here this 
week with a _ registration exceeding 
700. The engineer, Edward J. Dirksen, 
who in 4% years as executive manager 
has transformed and revolutionized the 
association, is leaving to join Pruden- 
tial, but he has gotten up such a full 
head of steam for the group that the 
departure is not looked upon with ap- 
prehension for the future. 

The convention itself attested to the 
job Mr. Dirksen has done. It exceeded 
the record meeting last year at Spring- 
field in reflection of spirit, interest 
and optimism. Not so many years ago 
the company men outnumbered agents 
at the Illinois meetings. Mr. Dirksen 
changed all that—and even though 
there were 66 company headquarters 
listed (which would do the parent 
NAIA proud), the Peoria convention 
was strictly an agents’ meeting and 
the sessions were crowded. No speaker 
at the principal session addressed few- 
er than 200 persons, the farm agents 
breakfast drew 130, the local board 
workshop Sunday afternoon had about 
75 attending, and the banquet over- 
flowed the Pere Marquette Hotel’s ca- 
pacity. The Peoria association put on 
a show, not simply a meeting. The 
theme was a racetrack—the registra- 
tion desk being the win, place and 
show betting windows, famous jockeys 
of the past were pictured in the regis- 
tration area, the stables for companies 
were appropriately listed and the 
banquet featured a table of track offi- 
cials. James Hawk, the convention 
chairman, had things operating so 
smoothly that an occasional hitch only 
pointed up how well the rest of the 
program was progressing. 

It is doubtful if any agents associa- 
tion has experienced the rejuvenation 
Mr. Dirksen applied to Illinois. In little 
more than four years he has pulled it 
from the doldrums to a position of lead- 
ership, increasing the membership 
more than 100 each of those years, 
from around 700 to nearly 1,200. He 
has infused spirit, getting it. into the 
blood of the officers and members. It 
is a matter of significance to head the 
Illinois ssociation. Mr. Dirksen im- 
parted momentum and is leaving after 
putting so much drive in the organi- 
zation that it could coast for five years 
and do well, but it is actually so set 
up that continued improvement is al- 
most inevitable. 

The farewells were said to Mr. Dirk- 
sen at the banquet, when he was pre- 
sented a magnificent hi-fidelity set. 


Mr. Dirksen is not the old hand who 
is familiarly known to the members 
for many accomplishments, as are W. 
O. Hildebrand in Michigan or Harry 
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{cClain in Indiana. He is the doctor 
who has performed a miracle cure. But 
he is held in esteem and the agents 
know they are losing a prize. He will 
be associate counsel for Prudential 
at the mid-American home office in 
Chicago. 

The C. M. Cartwright merit award 
was presented at the banquet to H. W. 
“Moon” Mullins of Rockford, the new 
state director, a past president, a form- 
er chairman of the membership com- 
mittee who added 150 new members 
while in that office, the inaugurator 
of the spring regional meetings, the 
idea man of the local board work- 
shops, one of the first 100 CPCUs in 
the U. S. The presentation was made 
by John Naghten, Chicago, the retir- 
ing president, who came in for recog- 
nition himself when he and Mrs. Nagh- 
ten were given a portable TV set for 
their devotion to the Illinois cause. 

The banquet also featur »d the -nstal- 
lation of the new officers, headed by 
Charles A. Bryant of Peoria, by Direc- 
tor Joseph Gerber of Illinois, making 
his first appearance before an Illinois 
convention, and a demonstration in still 
another way how far the state has 
come in recent years. Illinois no longer 
is the home of various company and 
producer organizations sniffing at one 
another. During the convention a mes- 
sage was received from Illinois Assn. 





Mr. & Mrs. Walter Teichen of Villa 
Park. Mr. Teichen is chairman of the 
association’s accident and fire pre- 
vention committee. 
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John Mulligan, 
National Fire 
(left); John A. 
Naghten, Chicago, 
the retiring presi- 
dent of Illinois 
Assn. of Insurance 
Agents, and Henry 
Lustgarten of Con- 
tinental Casualty 
at the Continental- 
National reception 
preceding the Ill- 
inois convention. 


of Life Underwriters thanking the 
agents association for its cooperation 
at the last legislature, and Harold Can- 
non, Home, president of Illinois Fire 
Underwriters Assn., had similar thanks 
for cooperation with the field men. 

Mr. Gerber urged the agents to carry 
the story of the fundamentals of in- 
surance to the public. The business 
can’t look to the commissioners to do 
that job for them, he warned. 

The Maryland Casualty award for 
the best showing during the year by 
a local board was given to Peoria, the 
host city. Ray Sherlock, special agent, 
made the presentation on behalf of the 
company, and James Hawk, presi- 
dent of the Peoria association, accepted. 

Fred O. Waller of Galva, vice- 
president of region 13, won the Wil- 
liam H. Jannings membership trophy. 

Luncheon speaker the first day was 
billed as William H. Gove of EMC 
Recordings Corp. but he was out of 
action with flu, and his place as in- 
spiration orator was taken by J. Her- 
bert True, professor of marketing at 
Notre Dame University. 


The Tuesday program opened with 
a farm agents breakfast presided over 
by Benjamin A. Jones, Decatur, chair- 
man of the farm committee. As last 
year, this was a success, 130 agents 
attending to hear talks by Robert H. 
Meade, assistant farm department 
manager of Home, and Keith Stokes, 
local agent of Shelbyville. 

A film, “How to Sell Quality,” 
opened the general session. James W. 
Hamilton, Boston, vice-president of 
Illinois Fire Underwriters Assn., made 
the introductory remarks. 

Allan L. Pither, superintendent of 
the excess and surplus lines depart- 
ment of Continental Casualty, talking 
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on catastrophe risks, commented that 
the number and size of such risks is 
increasing, and treatment of them will 
have to become a routine for agents. 
Size alone can create a catastrophe 
risk, he said, mentioning public util- 
ities, LPG haulers, etc., as examples 


of insured requiring high limits of 
liability. 
However, in recent years placing 


such amounts has grown to be rela- 
tively simple in the American market, 
Mr. Pither said. There is about $7 
million of capacity in the U. S. market 
and $20 million on London, and while 
an agent may have used several com- 
panies to get the amounts he wants, 
it is no harder to do this than place 
a high school student for auto, ex- 
cept that a certain know-how is re- 
quired which he said agents. will 
come to develop. 

The average industrial risk needs 
$2 to $3 million of liability insurance, 
Mr. Pither declared, and this makes 
for a gigantic number of so called 
catastrophes. 

Touching on self-insurance, he re- 
marked it is becoming more common, 
it is not the answer for the majority 
of companies because the company 
lacks the financial capacity, is not 
centralized enough for efficient han- 
dling of its claims, and the cost of 
administration, particularly claims, is 
a good deal more than is believed. If 
a company decides to take the self- 
insurance path, despite these objec- 
tions, Mr. Pither said, the agent 


should ask management of the com- 
it would feel when it is 


pany how 





Left to rigm: 
Allan L. Pither, 
manager of the 
surplus and excess 
lines division of 
Continental Casu- 
alty; H. W. Mullins 
of Rockford, chair- 
man of the advis- 
ory committee of 
the Illinois associ- 
ation, and William 
H. Buesching of 
National Fire at 
the Continental- 
National party. 
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hit with a $500,000 suit for dumages, 
pointing out that there will be hours 
of time spent in worry, distraction 
and planning, even if there is enough 
in the fund to handle the loss. If the 
company is insured, however, the case 
can be turned over to the agent ang 
the management can go to sleep that 
night. 

Retrospective rating, he added, will 
beat the cost of most self-insurance 
proposals. 


~<a 


In some cases, self-insurance js 
proper. Mr. Pither mentioned public 
utilities, taxi companies and _ transit 
companies as examples. The latter 
have central location, all claims are jin | 
a small area and can be given close | 
supervision by someone familiar with | 
the situation. These risks still need ex. 
cess, he noted, and this is another 
field in which the agent can operate 
more easily than might be exnected, 

Melvin L. Stark, general superin- 
tendent of the claim department of 
U.S.F.&G. at Chicago, spoke on some 
of the problems in the liability busj- 
ness, saying the new scope of legal 
liability defies definition or clear un- 








derstanding. Court interpretations are 
generous, and the price of liability 
insurance is a matter of publie con- 
cern. 


Claims determine premium ates, 
Mr. Stark said, and agents must con- 
sider not only the cost of insurance 
to the customer but the cost to the com- 
pany. 

Chicago and Cook County is the 
hottest spot in the U. S. for claims, 
Mr. Stark declared. He observed that 
how much worse it will get is not 
determined, but there is apprehension 
because of the recent court ruling 
that amounts of insurance must be 
disclosed before trial for bargaining 
purposes. The impact of this on claims 
handling has not been discovered. 

Agents can help claim men by re- 
porting losses promptly, he said. This 
can be significant in the outcome of a 
case. 

R. C. Larson, field supervisor of 


Aetna Casualty at the home office, 
(CONTINUED ON PAGE 28) 


Cecil I. Thomas 
of Springfield and 
Raymond FF. 
Drumm of Home 
at Home head- 
quarters during 
the Illinois con- 
vention. 
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Reports To Members Attest To Association Progress 


(CONTINUED FROM PAGE 24) 


of the legislators were new to Spring- 
field. He said 2,314 bills were intro- 
duced at the last session, of which 
nearly 250, or about 10%, had a direct 
insurance interest. Nothing of adverse 
consequence was passed, however, Mr. 
Keys said. Reviewing some of the bills 
of insurance significance, he ex- 
plained how they affected agents and 
what agents should do to keep them- 
selves and their insured up to date. 

Emil L. Lederer of Chicago, in his 
report as conference committee chair- 
man, gave some of the background 
of conference committee operations 
and reported on the 1957 meeting of 
Midwest Territorial Conference with 
Western Actuarial Bureau and the 
company managers. 

Brief reports were given also by 
Harold L. Todd, Rockford, on public 
relations; Benjamin A. Jones, Deca- 
tur, on farm insurance and Wendell 
G. Cleaver, Peoria, on education and 
agency management. 

The agents are far from satisfied 
with the recent ruling of Director Jo- 
seph Gerber on commingling of funds, 
Joseph A. Prola, board chairman, said. 
Called upon to comment on behalf of 
the directors, Mr. Prola said associa- 
tion representatives have talked with 
Mr. Gerber and have received assur- 
ance that the rule was not intended 
to place an “undue burden” on agents. 
The department will listen to sug- 
gestions to change the wording of the 
rule without losing its meaning, Mr. 
Prola reported. 


Similar rules in effect in New York 
and California are under study, he 
said. The principal point of the IIli- 
nois ruling is that separate accounts 
will have to be maintained for com- 
paty and agency money; it will no 
longer be possible to have a general 
business account. However, in Cali- 
fornia, the companies can give writ- 
ten permission to an agent to contin- 
ue his general account, and such a 
suggestion may be proposed for IIli- 
nois. Or it might be proposed that 
commissions be averaged at some- 
thing like 20% so that company mon- 
ey could be separated on that basis 
and avoid the “terrific” bookkeeping 
necessary to comply literally with the 
Illineis rule as promulgated. 

Mr. Prola explained that Mr. Ger- 
ber feels keenly the responsibility of 
the industry to the public, and he, 
Mr. Gerber, wants to elevate insur- 
ance in the public mind so that its 
integrity will not be questioned. How- 
ever, Mr. Prola declared, full con- 
formance with the new _ regulation 
would be a tremendous job for the 
agents. 


The Illinois association adepted a 
resolution supporting the statement of 
Insurance practices of Illinois Savings 
& Loan League. Howard Hendricks, 
Bloomington, said the statement pro- 
vides for arbitration of any complaint, 
and the hope is that all interested 
parties will take part, insurance men, 
realtors, etc. 

‘Charles C. Clarke, public relations 
director for Assn. of Casualty & Sur- 
ety Companies in the midwest, open- 
ing the afternoon session Monday, said 
Public attitudes toward insurance are 
not the best. An increased program of 
education and public relations is need- 
ed, he opined, saying the speakers 
bureau set up this year by the asso- 
Clation offers 160 top flight members 


ot the industry who can carry the 


insurance story to the public. Although 
the bureau began operations only last 
June, 80 talks have been given al- 
ready, Mr. Clarke said, and the au- 
diences have heard explanations of the 
services of agents and other facets of 
the business. 

A manual has been prepared to 
describe the different subjects on 
which speakers are available, he add- 
ed, and there is a booklet listing the 
speakers, their backgrounds and the 
areas in which they can make an 
appearance. Mr. Clarke asked the 
agent to help obtain bookings for the 
speakers. 


Encouragement for wider participa- 
tion in public speaking by all mem- 
bers of the insurance fraternity was 
given by L. W. Olson, assistant pro- 
fessor of business speech at Univer- 
sity of Illinois, who explained that 
public speaking is a systematic form 
of communications and is indispen- 
sable to effective public relations. If 
public speaking were not so effective, 
he said, there would be no need for 
conventions, since the information 
could be sent to members in printed 
form. He added that public speaking 
by local agents, aside from doing the 
business a service, helps the indivi- 
dual become better and more favor- 
ably known. 

The NAIA advertising program was 
explained by Sydney A. Deroner of 
Newark who showed the Doremus & 
Co. advertising agency slide films and 
urged the Illinois agents to get in their 
contributions. 

Mr. Prola revealed that contributors 
among the members at Peoria could be 
readily determined—all who have 
sent in money were wearing a minia- 
ture NAIA insignia on their badges. 
This answered a question that had 
been puzzling many of the conven- 
tioneers and produced a good amount 
of surreptitious glancing at this new 
aspect of those in the audience. 


H. H. Nelson, who operates a suc- 
cessful agency at Council Bluffs Ia. 
wound up the first day’s program 
with some advice on how insurance 
should be sold. He said he is “sick 
and tired” of company executives tell- 
ing agents to get to work, is “sick 
and tired” of bureau companies that 
are bogged down with detail. He is 
“sick and tired” of the lack of initia- 
tive of bureau companies and their 
“stifling” of new coverages, is “sick 
and tired” of direct advertising by 
bureau companies when NAIA is try- 
ing to get its own campaign started, 
and is “sick and tired” of company 
education programs that have no fol- 
low through. 

Agents, Mr. Nelson said, have a 
tough problem of educating themselves 
and their staffs. He advised that each 
agent analyze his operations, weed out 
bad business, and see all of his ac- 
counts personally. The procedure in 
his agency, Mr. Nelson said, is that 
from 8 to 9:30 a.m. he and his three 
male employes (who are reimbursed 
by wage and annual bonus) engage in 
office detail; from 9:30 to 1:15 they 
make new business calls; from 1:15 
to 2:30 they go back to the office for 
more detail work. From 2:30 to 4:30 
they work on renewals, from 4:30 to 
6 they do dictation and handle more 
details, and in the evening they make 
home calls. This routine changes on 
Saturday, when the entire day is de- 
voted to appraising progress and mak- 
ing plans for the next week. 
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Dirksen Gets Big Sendoff 
At Illinois Agents Parley 


(CONTINUED FROM PAGE 26) 
John C. Burridge, managing editor of 
THE NATIONAL UNDERWRITER, and a se- 
lection of talented Illinois field men 
performing as a little theatre group, 
held forth at the final session. 

Mr. Larson said agents know how 
to do a better selling job but are 
strapped for time in which to do it. 
He suggested there are three ways to 
find time for more sales: An analysis 
of the agency, customer surveys, and 
planned insurance management and 
control. 

Agents engaging in an analysis of 
their business have made some start- 
ling discoveries, he said. They have 
found they have many insured with 
only one policy and only a few with 
three or more. The agent who wonders 
if this is true for him will never know 
until he makes a study for himself, Mr. 
Larson commented. This analysis al- 
lows the agent to grade his accounts 
by their worth to the agency, permit- 
ing the systematic handling of business 
by grade of customer. He suggested 
ranking clients as A, B, and C. The 
C clients are those to whom the agent 
cannot afford to give personal atten- 
tion because they are just not worth 
it; the B clients are not worth a survey 
of their exposures but are in need of 
personal attention because they might 
grow; and A customers should get the 
survey treatment. 

Survey selling, Mr. Larson observed, 
produces an average premium of $600. 
This isn’t a list of policies, it is an 
analysis of exposures, a set of recom- 
mendations for changes, additions, etc., 
and a comment on what coverages the 
insured might get along without but 
should consider. The survey method 
gets the agent in and keeps him in, 
Mr. Larson said, because the agent 
becomes the insurance manager of the 
account. 

Mr. Burridge offered some observa- 
tions on the survey of auto insurance 
marketing done for National Bureau 
of Casualty Underwriters, stating that 
it lays bare some facts that have to be 
recognized and acted upon by com- 
panies and agents if the bureau com- 
panies are to be able to continue in the 
field. 

Illinois Fire Underwriters Assn., as 
it did last year, presented a humorous 
skit on some phases of agency-company 
relations. Participating were H. A. El- 
kin, Camden Fire; J. B. Legener, Em- 
ployers Liability; C. J. Gunther, Han- 
over; J. J. Rusco, Aetna Fire; L. W. 
Berg Jr., Aetna Casualty; H. L. Allison, 
Loyalty group; Gordon H. Casper, Na- 
tional Union; D. W. Millure, Aetna 
Casualty, and G. E. Mangan, Pearl. 





Shown at the annual convention of 
Illinois Assn. of Insurance Agents in 
Peoria are Alvin S. Keys of Spring- 
field, chairman of the legislative com- 
mittee and a director of the state 
association, with Charles A. Bryant of 
Peoria, the new president. 


AaNATIONAL UNDERWRITER 





Mr. & Mrs. Emil L. Lederer of Chi- 
cago. Mr. Lederer is chairman of the 
Illinois conference committee and 
outgoing chairman of the Midwest 
Territorial Conference committee. 


Hanson Offers Tax Pointers 
At Illinois Board Parley 


(CONTINUED FROM PAGE 25) 
all local boards on notice as to the 
thinking of IRS officials. An _ insti- 


without members’ names, 
is perfectly OK, he said, no matter 
how much of the board’s money is 
spent in this way. But if the names of 
members appear, IRS could say that 
this is sufficient of itself to deprive 
the board of tax exempt status. 

Local boards which are now listing 
names of members in their advertis- 
ing are taking a calculated risk, Mr. 
Hanson warned. The degree of risk de- 
pends on how much is at risk in such 
things as public business. He sug- 
gested that the problem could be 
handled by advertising outside of the 
board; the members buying an ad on 
a group basis as a business expense 
but divorced from board activity. 

Some boards, Mr. Hanson said, have 
decided to go on a taxable basis. This 
is more complicated and makes it a 
good deal more difficult to build a 
surplus, since the income tax falls al- 
most entirely on what money is left 
after expenses at the rate of 30% on 
the first $25,000 of net income and 
52% of the remainder. For boards not 
desiring to take this route, he recom- 
mended securing an IRS letter of ex- 
emption from income tax. This in- 
volves making annual reports so that 
the status may be maintained. 

There was_ considerable _ pertin- 
ent discussion and questions and an- 
swers after Mr. Hanson eoncluded the 
formal part of this talk. 

Edward J. Dirksen, secretary and 
executive manager, put on an un- 
scheduled movie, “Not Around the 
Block,” which dramatizes the function 
of automobile insurance. This might be 
a useful public relations film for local 
boards, he said, in light of the new IIli- 
nois legislation allowing high schools 
$30 per student to support an ap- 
proved driver training course. He said 
local boards should make it part of 
their objective to get these courses 
established. The film could be donated 
by the agents for part of the instruc- 
tion. 

The state association is preparing 
certificates for graduates of driver 
training classes. The certificate will 
include the symbol of the independ- 
ent, and Mr. Dirksen observed that, as 
in some other states, the agents could 
make something out of presenting 
them to students when they complete 
their high school training. 
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Late News Bulletins... 





To Modernize N. Y. Multiple Line Laws 


Superintendent Leffert Holz of the New York department has asked for 
creation of an advisory industry committee, and is creating an insurance 
department committee on multiple line legislation, to study the state’s multiple 
line laws and develop a consistent pattern of legislation. Henry Schantz, assist- 
ant deputy superintendent, is chairman of the department committee and will 
coordinate the work of both committees. They will report next Sept. 1 in time 
for hearings on the recommendations before the 1959 legislative session. 

Deputy Superintendent Arthur Malang announced this move at the legislative 
hearings conducted this week in New York. He pointed to inconsistencies and 
anomalies in the multiple line law which should be eliminated. 


New Orleans Exchange Loses Appeal 

The U.S. Supreme Court has affirmed the decision of the federal district 
court at New Orleans, that New Orleans Insurance Exchange is guilty of group 
boycott in violation of the Sherman act. The high court issued a per curiam 
decision without written opinion. 

In February Judge Wright ruled that the exchange effected a group boycott 
through by-laws under which members agree to boycott any stock company 
which plants through any except exchange agents in the New Orleans area, to 
boycott any stock company which sells directly to the public, to boycott 
mutuals irrespective of sales method, and to boycott non-member agencies. 
Judge Wright wrote in his opinion that the record in the case depicts a nascent 
if not accomplished monopoly, nurtured by group boycott. 





At the Illinois convention were Jack Bowles of Bloomington (left) with 
Eugene Johnson of Anawan and Mr. & Mrs. Robert Morrison of Minonk. 





Left to right are: R. W. Flock, regional vice-president, Sterling; Betty 
Crowder of the Alvin Keys agency of Springfield; Harold L. Bredberg of 
Bredberg Reports, Chicago, and Harold Frederick of Continental Casualty. 











Marcus Metternich and Mrs. Metternich of Carthage; Mr. & Mrs. James 
Burling of Carthage, and Mrs. J. Lloyd Brown of Urbana at the Illinois 
convention. 
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The baseball season isn’t necessarily the happiest of seasons for 
everyone—even if it does mean outdoor exercise; balmy weather and 
all the enjoyment that goes with a bat, ball and an open field. 


There is a good chance that this season means additional plate glass 
replacement problems for you. Your assured doesn’t take a philo- 
sophical view toward a broken window, whether it’s caused by a base- 
ball or not. He wants a board-up job or a replacement job or both— 
and he wants SERVICE. 


That’s where AMERICAN GLASS comes in. With a fleet of high- 
powered trucks, manned by crews with years of experience, AMERI- 
CAN follows through from the first call with prompt, efficient service, 
the kind of service that your assured and you will appreciate! 


Phone MOhawk 4-1100 


Members of the Normand Beris, President 


Chicago Association 
of commerce 


(Zc niles Cpa 


1030:42 NORTH BRANCH STREET: CHICAGO 





“Recognition Merited by Our Service” 














Remember the number 


MOhawk 4-1100 
the next time you 
have a glass 
replacement problem. 











Great American agents now have at their disposal a series of 
hard-hitting visual sales aids that can help put business on 
their books. Attractively illustrated with eye-catching photo- 
graphs and drawings, these handsome folders quickly gain the 
attention of customers and prospects. Let the Great American 
fieldman in your area show you samples and he will explain 
how they should be used. Or, write directly to the Company. 
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